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Auto Ins. Rate-Making, 
Mass Cancellations, 
| Scored At N. Y. Probe 


Joint Legislative Committee 
Rates and Regulations Hears 
Brokers’ Complaints 


LACK OF STATISTICS CITED 
Danahy Stresses ‘Causal Connec- 


tion”; Schwab Opposes Anti-can- 
cellation Law; Others Testify 


on 


By Siwney S. WHIPPLE 


The man in the witness chair was C. 
Joseph Danahy, counsel of the Greater 
New York Insurance Broker’s Asso@fa- 
tion. The interrogator: Julius Wikler, 
New York Insurance Superintendent 
from 1955 to 1959, now an advisor to the 
Joint Legislative Committee on Insur- 
ance Rates and Regulations. The prob- 
lem: Mass cancellation of auto policies 
in New York and the “inequities of the 
Assigned Risk Plan.” 

Mr. Danahy’s answer: Essentially the 
same one he had given twice before. 

“Our complaint,” he stated,” is that 
there is no separate experience or sta- 
tistics to support surcharges. We ob- 
ject to arbitrary charge with no sta- 
tistics.” 

State Senator William F. Condon, 
(R) Yonkers, chairman of the hearing 
last Friday at 14 Vesey Street, New 
York, and Senator Samuel L. Green- 
berg, (D) Brooklyn, sat back and waited. 
Mr. Wikler, who had previously con- 
tradicted Mr. Danahy on the question 
of statistics, pressed for more concrete 
evidence. 

“Statistics are fallacious,” Mr. Dan- 
ahy explained, “because companies are 
using geographical areas as the sole 
rate-making procedure. In fire under- 
writing a man gets a better rate because 
his house is fireproof, not because he 
paints it a certain color, Well, that is 
the principle auto underwriting should 
follow. Not all who live in a certain 
neighborhood are accident-prone. There 
is no casual relationship for rates here.” 

Mr. Danahy, who was the first of 
several to testify, carried on a running 
banter through most of the morning 
session with Mr. Wikler and the com- 
mittee, a sample of which follows: 

Sen, Greenberg: (after hearing Mr. 
Wikler’s patient explanation of how 
companies devise assigned risk rates) 
“Someone is getting the dirty end of the 
stick.” é 

Mr. Wikler: “That’s why we’re here.” 

Mr. Danahy: (smiling) “I’d be happy 
to answer any questions.” 

Mr. Wikler: (turning abruptly to Mr. 
Danahy) All right, what would you 
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Are you getting 
your share 
of the profits? 


Public service has shown a steady growth over 
the 3u years it has been serving the public. This 
growth has come as a result of our support of the 
American Agency system, a liberal commission 
as well as an attractive dividend and deviation 
arrangement. Another factor has been the sound 
financial status of the company and its reputation 
for speedy and sufficient service. 


20% DEVIATION 
General Liability All Forms 


15% DEVIATION 
Fire and Allied Lines 


10% DEVIATION 
Automobile, Bodily injury and property damage 
liability all classes 


SPECIAL DIVIDEND PAYING 
Workmen’s Compensation 


WM. E. DANDRIDGE 


Hempstead Office 
138 Front St., 
ROBT. ZMOOS, Mgr. 


New Rochelle Office 


245 Huguenot St., 
WM. E. BYRNE, Rep. 


Rochester Branch 
10 Gibbs St., 

WM. C. VanVECHTEN, 
Mgr. 

our deviation arrange- 

ment and liberal & 

commission make 

Public Service insurance 

easier to sell. 


Buffalo Office 


907 Morgan Bidg., 
JOS. MURPHY, Rep. 


Syracuse Office 
813 State Tower Bidg., 
JAS. E. Mac COLLUM, 

Rep. 


MUTUAL INSURANCE CO. 

36 years of public service 

HOME OFFICE 

10 Columbus Circle, New York 19, N.Y. 

Deviations and Dividends Shown for New York State... for other States write New York Office 
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Lincoln National Of 
N. Y. Elects Officers, 
All Set For Business 


W. O. Menge Chairman, Fred Clark 
President, Robt. Murphy Agency 
Vice President, Allen Steere Sec’y 


MEN ON BOARD OF DIR. 


Applies for New York License; 
Principal Offices Here at 1270 
Avenue of the Americas 


Officers for the Lincoln National Life 
Insurance Co. of New York, wholly- 
owned subsidiary of the Lincoln Na- 
tional Life Insurance Co., Fort Wayne, 
have been announced fo'lowing the first 
meeting of the 
and 





new company’s board 


of directors incorporators 
Officers of Company 
Walter O. Menge, president of Lin- 
National Life, Fort Wayne, 
elected chairman of the board of di- 
rectors of the New York company; Fred 
W. Clark, an officer of the parent com- 
pany, was named president; Robert J. 
Murphy, CLU, 


president in charge of agencies; 


coln was 


vice 

Allen 
C. Steere, also an officer in the parent 
company, was named secretary; M. C. 
parent 
company, was elected treasurer; Dr. W. 
H. Scoins, the parent company’s chief 
medical director will also serve the 
New York company as chief medical 
director; Carl J. Aichele, of the parent 
company’s Detroit office, 
been named Group sales manager; and 
Harry T. Gallagher, formerly cashier 
in the parent company’s New Jersey 
office, was appointed assistant secretary 
and assistant treasurer. 


has been named 


Ledden, another officer of the 


Group has 


Applies for License 


The Lincoln National Life of New 
York now will make application for a 
New York license. Its initial capital and 
surplus will total $5,000,000. The principal 
offices of the company are located at 
Suite 2624-8 American Metal Climax 
Building, 1270 Avenue of the Americas, 
New York 20, New York. 


Careers of Officers 


Mr. Menge. president of Lincoln Na- 
tional Life. Fort Wayne, assumed the 
presidency in 1954 after having served 
successively as associate actuary, sec- 
ond vice president, and first vice presi- 
dent. He was named president and di- 
rector of Reliance Life of Pittsburgh 
when Lincoln Life purchased that com- 
panv in 1951. He held that position un- 
til 1953 when the business of Reliance 
was merged with that of Lincoln Life 
Mr. Menge is a member of the execu- 
tive committee of American Life Con- 
vention and is serving on several kev 
committees. He is a board member of 
Institute of Life Insurance. American 
Electric Power Co., the Magnavox Co.. 
and Lincoln National Bank and Trust 
Co. of Fort Wayne. 

Mr. Clark joined the parent company 

(Continued on Page 10) 
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more than 8500 Field and Home Office personnel, from 
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President Slichter Tells of 
Outstanding 6 Month Record 


Milwaukee—Some of the outstanding 
features of a record first six months of 
Northwestern Mutual Life were dis- 
closed this week before the company’s 
Association of Agents here by President 
Donald C. Slichter. Among the high- 
lights were: a record $444,708,000 of new 
sales; insurance in force crossing the 
$10 billion mark, new mortgage loan 
acquisitions at rates exceeding 6% and 
new securities investments at returns 
of 5.68%. 


Have Broadened Underwriting 


‘We have expanded our willingness to 
accept broader underwriting risks,” said 
Mr. Slichter, “but only after our own 
research has proven we are able to write 
Classified and Accidental Death Benefits 
without inflicting additional costs on 
existing policyowners. We _ did_ not 
blindly follow the practices of other 
companies; we developed our own prac- 
tices, procedures and methods so that 
you could offer these additional services 
without inflicting one penny of extra 
cost on present policyowners. That test, 
we believe, is one of the fundamental 
principles of trusteeship in a mutual life 
insurance company. 

“And in each of the last eight years 
of the decade our policyowners have re- 
ceived increased dividends. We can point 
with pride to the splendid gain of in- 
surance in force in these past ten years— 
from $6.3 billion to $9.9 billion at 1959 
year-end, Annual sales have almost 
doubled, from $454.8 million in 1950 to 
$872 million in 1959, and our growth in 
assets is equally impressive, from $2.6 
billion to $4 billion. 

“Those are all important and pleasing 
facts, but the most important and signi- 
ficant fact of all is that our basic product, 
Ordinary life insurance, has improved in 


quality, and the cost has been mate- 
rially lowered. 

“Our current dividend scale is over 
35% above the 1950 scale, That's a hard 


fact that is of vast importance to our 
policyowners, and to you, and it is of 
course a fact that none of our competi- 
tors can match. I think it worth taking 
the time for just a couple of specific 
examples of the difference in what you 
are selling now, as against ten years ago, 
in terms of cost. 

“In 1950 the projected 10-year sur- 
render cost of an NML ordinary life 
policy, age 35, was $33.07 per thousand. 
Today it is $9.87—an decrease of more 
than 70%. The 1950 projected 10-year 
cost of an NML 65 life policy at age 35 
was $28.33 per thousand. Today it is 
$5.84—a decrease of just under 80%. 

“These accomplishments are history 
and I do not wish to dwell at length upon 
them, but they well illustrate North- 
western’s march forward. And _ that 
march continues with accelerated speed. 
The agents’ year just past established 
an all-time high in sales of $873 million. 


Investments Results 


“Let me summarize briefly some of our 
company’s results for the first six 
months of 1960. 

“Turning to investments, you will be 
interested to know that rates on our 
1960 mortgage loan acquisitions for our 
1% million policyowners have exceeded 
6%, an experience previously known only 
to those of Howard Tobin’s associates 
old enough to have been here in the 
1920s. i 

“Pete Langmuir’s securities department 
did mighty well, too, with an average 
return on new money of 5.86% for our 
policyowners. With adjustment for ex- 


_benses of servicing large security acqui- 


sitions as against mortgage loans, this is 
in net terms very close to the higher 
mortgage loan figure. 








DONALD C. SLICHTER 


“That’s a fine record and a_ very 
tangible indication of the aggressive and 
competitive manner in which our policy- 
owners’ funds are managed, invested 
and reinvested. Few life insurance com- 
panies equal this rate of return, 

“T do not wish to close my remarks on 
oor investment operations without com- 
menting on the activity of the policy 
loan division of the actuarial department. 


This division in the first six months has 
loaned an average of over $1.133 million 
each week. Obviously a number of our 
policyholders find the 5% rate on all 
contracts issued since 1939, and the 6% 
rate on policies prior to that date, quite 
attractive compared to current bank 
rates, which range from the prime rate 
of 5% available only to the very best 
borrowers, to over 644%. 

“We know through informal surveys 
which you have cooperated in making 
with Bob Jones that many of our larger 
loans are made for business purposes. 
For example, recently an automobile 
dealer borrowed $90,000 on his NML 
policy to finance the cost of construction 
of a new sales room, Our policy loan 
activity is but a complete demonstration 
of the versatility and amazing perform- 
ance of cash value life insurance. Per- 
haps a more descriptive term would be 
investment value life insurance. It can 
do so many things for so many different 
activities—improve farms, add machinery 
to factories, build stores, medical clinics, 
and most fundamental of all, provide 
homes and educational opportunities. The 
list is endless, and individuals of all ages 
are served—teacher, preacher, doctor, 
actor, lawyer, farmer, businessman, and 
student. This is the kind of financial 
service that cash value life insurance 
has been designed to provide. Where 
cash values have not been allowed to 
build up, the service is not available. I 
for one do not believe that if all these 
borrowers thad not saved this money in 
the Northwestern life insurance through 
a definite orderly program, they would 
have accumulated it somewhere else. 

“The rest of our insurance operations 
continue to move ahead quite satis- 
factorily. Mortality is a bit more fav- 
orable than in 1959, and we expect an- 
other good year. 


“Our insurance in force passed the 
$10 billion mark in March. Superior 
mortality plus good sales growth, and 


a low lapse rate have enabled insurance 


6 Month Sales Record $444 Million 


Milwaukce—First 
results of 


six-months business 
Northwestern Mutual Life 
Donald C. Slichter, presi- 
showed sales totaled a_ record- 
$444,708,000. This the 
second consecutive year in which sales 
for the first six months were the high- 
est in the company’s history. Insurance 


in force mounted to $10,163,617,000 on 
June 30, topping the 1959 figure for that 


reported by 
dent, 


breaking was 


date by $548 million, or 5.7%. In addi- 
tion to sales and insurance in force, 
assets, dividends and benefits paid, 


come, and other figures were at all-time 
highs. 

At the board meeting, Lynn B. Mc- 
Knight, chairman of the executive com- 
mittee of Chain Belt Co., Milwaukee, 
was appointed a member of the board 
of trustees’ executive committee. Mr. 
McKnight, who is a member of the 
board’s finance committee. has been an 
NML trustee since July, 1957. 


Assets; Investments; Interest Rates 


Assets of NML reached slightly above 
$4.1 billion on June 30, a growth of 
$132.3 million—or 3.3%—in the past year. 
Assets included investments of $1.52 
billion in mortgage loans and real estate, 
compared with $1.43 billion at this time 
last year; and $2.28 billion of invest- 
ments in securities and transportation 
equipment, compared with $2.27 billion 
last year. 

New investments in the first half of 
1960 of $93.8 million in mortgage loans 
and real estate and $53 million in securi- 
ties are producing an average gross 
yield of 5.9%. 

Benefits Paid; Dividends 


Dividends of $43.2 million to NML’s 


more than one million policyowners in 





the first half of 1960 were $3.02 million. 
or 7.5% above dividends in the first half 
of 1959. The rise represented payment to 
date of NML’s eighth consecutive annual 
increase in dividends—a record among 
life insurance firms. 

Total benefits paid to policyowners 
and beneficiaries in the first six months 
of 1960 were $146 million—$10.4 million, 
or 7.7% more than in the comparable 
period of 1959, 

Income; Average Size of Policies 

Total income for the first six months 
was $307.2 million—$9.1 million, or 3.1%, 
above the first six months figure for 
1959, 

The average size of new policies writ- 
ten by NML in the first six months of 
1960 was $11,760, compared with $11,105 
in the 1959 period. The average size of 
all policies in force is now $6,115, com- 
pared with the $5,845 first half figure 
for 1959. 


Hear Dr. Davis W. Gregg 


Dr. Davis W. Gregg, CLU, president 
of the American College of Life Un- 
derwriters, spoke on the “Value of Per- 
manent Life Insurance” at the CLU 
luncheon July 26 at the Association of 
Agents meeting. 

His speech stressed the two major 
obligations of the life underwriter: “To 
help families see their individual needs 
objectively; and to help American fam- 
ilies increase their rate of savings to 
a degree where there will be sufficient 
capital in the channels of commerce to 
fund the great projects that are the 
important elements of the fulfillment of 
our national purpose.” 








JOHN H. JAMISON 


Heads Northwestern Mutual's Chicago 
Agency, leading General Agency of the 
company for the Second Consecutive 
Year. Winner of the General Agents’ 
Cup for the Third Consecutive Year. 





in force to show a healthy gain of over 
$265 million since the year-end. 

“Home office operations are moving 
along well. We = strive vigorously to 
maintain good service and good cost per- 
formance. The ‘Giant Brain’ electronic 
data processing conversion is going 
ahead smoothly. We now have over 
12% of our outstanding pol icles con- 
verted and the results to policyowners, 
agent and general agent have been most 
satisfactory. However, the overall job 
of conversion has grown to be larger 
than we first estimated. This is duc to 
(Continued on Page 4) 





Hugh G. 
the Grant L. 


Thompson, Jr., (left) receives 
Hill Achievement 
from Robert E. Templin, 
agencies for Northwestern Mutual Life, 


Trophy 
director of 
at the opening session at the Riverside 
theater Monday morning of the 80th 
annual Milwaukee of the 
Association of Agents of NML. 

Mr. Thompson, a 3l-year-old bachelor, 
is an Charleston, W. Va. In 
winning the Hill 
top award in NML’s top success group— 
he was cited as the national 
insurance sales among all NML agents 
in the agents’ honor year ended May 
31; and as the runner-up in number of 
lives insured in the fiscal year. 


meeting in 


agent in 


addition to Trophy— 


leader in 
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R. E. Templin On Opportunities 


Mi'waukee—Robert E. Templin, direc- 
tor of agencies of Northwestern Mutual 
Life, d’scussed capitalizing on opportuni- 
ties before the Agents Association. 

“The success of our business and 
company is a measure of the ability of 
each of us to capitalize on our. oppor- 
tunity together,” he said. “It requires 
strength to meet the challenges that face 
us and they will be met if we keep in 
mind the picture of know how, of respon- 
sibility, and of cooperation, Webster de- 
fines opportunity as “A favorable set ot 
cirermstances.” Today's fine economic 
conditions are well known—the highest 
employment, highest income, and a rec- 
ord high number of savers as well as the 
number of dollars saved. 

“It goes without saying that the 
Northwestern is guided by the principles 
of trusteeship rather than profit. The 
professional underwriter has the same 
motivation, but the beautiful part of 
our business is that he profits most who 
serves best. You will recognize this, 
of course, as the rotary club motto, and 
I think it is quite appropriate here. 

“Northwestern has never sought 
growth just to be big, but rather as a 
necessary ingredient to maintain the 
excellent health of the company. We 
should grow in a growing economy. Just 
as you have your goals and plans, so 
must we. A great deal of thought has 
been given to this, and as we look ahead 
into the sixties, we feel there is much 
that can be accomplished through you. 

“In attaining goals, including sales, 
premiums and service, we must be 
basically concerned with a_ successful 
field force. We are not striving to have 
the largest field organization, but rather 
a growing field force of the strongest, 
ablest and most successful men in the 
business. I’m proud that we do have the 
very best sales organization in the life 
insurance business. You have an enviable 
record in the exclusive Million Dollar 
Round Table, chartered life underwriters 
and national quality award, but we can- 
not be complacent. 

“It has been said that today’s suc- 
cessful businessmen were invariably ju- 
dicious enough to apply themselves 
yesterday—that with an eye to tomor- 
row’s opportunity, they got today’s busi- 
ness out of the way today. Many men 
credit their success in life to looking just 
a littke way ahead and so, bringing the 
future to the present, can say to them- 
selves, if I do that now, | won’t be com- 
pelled to make up for the lost time 
later. 

“Marue Carroll, former great Oshkosh 
general agent, was in a couple of weeks 
ago and I presented him, at age 77, 
with his sixty year pin. He remarked how 
he would love to be starting over in this 
business today with all its opportunity 
and with the fine tools that are avail- 
able. 

“I received a letter just a few weeks 
ago from one of our veteran agents, and 
in it he said this: ‘I’m not proud of my 
volume record but I’m proud of the good 
I have been able to do during these 
past thirty years in representing the 
company. There is none better. I’m not 
saying this because I’m with the com- 
pany, rather I’m with the company be- 


cause of it. Oh, how I wish I were 
trained years ago like the new fellows 
coming into the organization today. 


Nevertheless, I am trying to do my best 
in undoing old habits, in learning new 
and better ones. That’s the advantage 
of this business, the sky is the limit.’ 

“Theodore Roosevelt said there are 
two kinds of success—one kind where the 
man has extraordinary ability and can 
do what other men cannot do. That 
kind of success is rare, for there are few 
such men. The other kind is where the 
man has ordinary ability but goes ahead 
mg does what others could do but don’t 
oO. 


“I imagine there were agents in Gary, 





ROBERT E. TEMPLIN 


Ind. this past year who because of an 
extended steel strike decided they just 
couldn't do much business. Dean San- 
galis thought otherwise and capitalized 
on his opportunity. He qualified for the 
Million Dollar Round Table for the first 
time and paid for over a million dollars 
on over 100 lives this past agents’ year 
in the Northwestern. 

“An investor who receives 7% on his 
money feels he’s doing all right. Have 
you ever thought about how much the 
ideas you use are worth? An idea worth 
$700 in commissions is the same as 7% 
on $10,000. Use the idea successfully 
several times a year and think what it is 
worth, Yes, capitalize on your ideas. 
You have received thousands of dollars 
worth of ideas at this meeting by the 
investment of a relatively small amount 
ot time and capital. 

“Ideas are lke machinery—worthless 
unless they are used; then they become 
priceless. Ideas are unlike machinery in 
that machinery depreciates and wears 
out—ideas can be valuable indefinitely.” 





“Cash Wola Go to College” 


Milwaukee—A recent Ford Founda- 
tion survey on college plans revealed 
some facts which should cause every 
parent to do some serious. thinking 
about his son’s or daughter's future, 
said Neal L. Creswell, CLU, assistant 


superintendent of agencies. 

“Considering those making over $/7,- 
000 a year, just four facts tell the story,” 
he added. “Nine out of ten parents in- 
tend to send their children to college; 
their biggest worry as they. face this 
task is money; half of them had no sav- 
ings plan at all; of the half who did, 
their average savings were only $20 
a year. 

“Unless parents wake up, their bright 
youngsters may never have the oppor- 
tunity to prepare themselves for posi- 
tions of leadership in tomorrow’s de- 
manding world. There are two ways to 
buy a college education—just as there 
are two ways to buy anything else. You 
save in advance and earn interest on 
your money and have great peace of 
mind; or you borrow to buy and pay 
interest on the money, and this may 
keep a parent in hock clear to his re- 
tirement. 

“With college saving currently so slow, 
a rash of post-payment plans has hit 
the market. These are fine for parents 
who have saved nothing. But they must 
realize that these plans involve many 
months of payments including, of course, 
the interest charges. 

“On the other hand, we have pre- 
payment plans. The survey told us that 
life insurance was the principal one 


President Slichter’s Talk 


(Continued from Page 3) 


the fact that the system will provide a 
wider and more complete service than 
we originally planned. This is highly 
desirable and it will be most valuable 
and helpful to our policyowners and to 
you, but the more comprehensive system 
has increased the volume of work and 
thus slowed up the entire process of 
conversion. We will continue to move 
ahead on this tremendous job as rapidly 
as possible. 

“General agencies that are now com- 
pletely converted to the EDP system 
are enthusiastic about its operations and 
results and the opportunities it makes 
possible for effective selling through use 
of the policyholder status cards. 


Edmund Fitzgerald’s Retirement 


“A review of the first six months must 
note that on April 1, one of North- 
western’s truly greats retired from ac- 
tive daily duty, but not from important 
service to the company. Edmund Fitz- 
gerald retired on that date under the 
mandatory retirement plan the recom- 
mended for Board of Trustees’ approval 
in 1947, I am delighted to tell you he 
continues to serve on the important 
Finance and Executive Committees. 
Through his genius for organization, his 
clear insight into problems, his courage, 
friendliness and high integrity, we of 
Northwestern, whether field or home 
office, have been the great beneficiaries. 

“The company has never been better 
staffed or in a stronger position. That 
is the test of truly great leadership, and 
we are all most grateful for the oppor- 
tunity we have had to work under 
Edmund Fitzgerald, 


Importance of Cash Values 


“The theme of your three-day meet- 
ing is ‘Cash Values, Key to Independ- 
ence. Strong, serviceable cash values 
have always been important and char- 
acteristic of NML. Our product has 
been specifically designed to attract 
orderly saving and investing, and through 
such a process to have available the 
manifold uses of strong cash values. This 
has always been true of Northwestern. 
It is not a new merchandising discovery 
for our field people, but I am pleased to 
observe that some of our competitors 
at last are giving a bit of attention to 
this important fact. 

“For many years our policyowners— 
small people, big people, every kind of 
person—have found cash values so help- 
ful in so many different situations. This 
is just as true today as it was 50 or 100 
years ago, and in each business day of 
the year we smoothly and promptly meet 
the needs and desires of many of our 
policyowners through loans, ranging in 
size from a few hundred dollars to many 
thousands. Indeed, it is not unusual to 
make loans of ten, 20 or 30 thousand 
dollars. Cash values that make loans 
of this magnitude possible clearly demon- 
state the soundness of the insurance-in- 
vestment program that the individual has 
conscientiously carried out over a period 
of years. 

“Let me point out that Northwestern 
Mutual cash value life insurance enables 
the owner to utilize his insurance for 
borrowing at the full face amount of the 
cash value (not at a substantial discount 
as is always the case when other forms 
of collaterial are used) and the borrow- 
ing operation is carried out with dis- 





used. There’s good reason for that. 
Besides offering a safe and systematic 
way to accumulate college dollars, a life 
insurance policy on Dad will assure com- 
pletion of his plans for his children even 
if he should die or become totally dis- 
abled. We believe that most parents, 
when faced with a choice between tail 
fins for themselves or future for their 
children, wil] make the right decision.” 


patch and a minimum amount of red 
tape, and of course confidentially. And 
please remember that even though bor- 
rowing takes place, the investment func- 
tion continues, because only a small per- 
centage of our policyowners do borrow, 

“Currently our_loans amount to a bit 
under 5% of assets, and the balance of 
over 95% is made up of investments— 
mortgages and securities which are pro- 
viding income, And this income is 
promptly re-invested and the compound- 
ing effect of re-invested income, plus 
aggressive investment management, 
means that the policyowner, through the 
accumulation of Northwestern’s fine 
dividends, has a strong growing invest- 
ment fund of outstanding quality. 

“There is another value, a very im- 
portant intangible one behind NML cash 
value, and that is investment manage- 
ment. I cannot stress too strongly the 
importance of aggressive, continuous, 
high quality management in any invest- 
ment operation, whether life insurance, a 
common stock fund, or a trust fund. 
And by ‘continuous’ I do not mean for 
just a few years. Sound long-term in- 
vesting also obviously requires able, 
high quality management in every year 
of the term of the investment contract. 
Northwestern has a demonstrated rec- 
ord in this respect. The kind of man- 
agement this company will have five, 
25 or 50 years hence is not a matter 
of speculation. Our strong and active 
Board of Trustees and our Examining 
Committee of Policyowners, together 
with our great tradition for progressive 
trusteeship, assure that the outstanding 
record of the past will be continued 
in the future. One hundred and three 
years of accomplishment backs that 
statement. 

“T have talked of cash values, and of 
course that is only part of the com- 
plete value of the life insurance policy. 
The whole value of our NML contract 
is a great deal larger than a mere sum- 
mation of its individual elements—option 
settlement, premium waiver, accidental 
death, extended insurance, cash values— 
because when bound together these parts 
gain great force. The power and effec- 
tiveness of each individual value is there- 
by expanded into a much larger value, 
and your counselling, too, enhances the 
value of each policy as you make it count 
for the most in each individual situation. 

“Our product does require interpre- 
tation and education; to state it bluntly, 
it requires selling We all know the 
fable of the better mousetrap, but we 
all know, too, that good as Northwestern 
life insurance has always been, people do 
not exactly tumble over each other 
beating their way to an insurance com- 
pany’s doors. If they did, men and 
women like you would not be needed, 
and could not enjoy pleasant, worthwhile 
careers selling Northwestern to your 
prospects and friends, and converting 
them into life-long clients. This is not 
the simplest matter in the world. The 
skilled interpretation of intangible mate- 
rial never is. You or I might concede 
on the basis of thearsay that a certain 
Beethoven sonata was a great work. But 
the genius of Beethoven would never be 
audible or able to move us until a skilled 
artist interpreted the music, 

“You, too, are engaged in interpretive 
activity of a high order. In the role of 
salesman and teacher you have to estab- 
lish your own value, with its own par- 
ticular authority, before any person of 
substance is going to let you use much 
of his time discussing his personal finan- 
cial affairs. To that end, like the doctor 
or the lawyer, you devote thours to never- 
ending studies—be it company courses, 
magazines, services, CLU seminars, meet- 
ings—to supply and maintain in your 
counseling what?—The authority of 
value! A winning smile and a pleasant 
personality—or perhaps a gimmick—may 
produce business, even in an inferior 
company, but such a combination will 
not bring clients. The client relationship 
is a long-term relationship that is ex- 
posed to tests which will sooner or later 
require the presence in both you and 
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the service you offer of the authority 
of true value. 


Public Appreciates Life Insurance 


“The average American seeks and de- 
sires worthwhile, lasting values, whether 
they be tangible or intangible. He may 
be temporarily misled or his viewpoint 
clouded, but this is usually for a short 
spell. For example, for a few years his 
viewpoint and appraisal of the economics 
of transportation, the use and function 
of the automobile, were thrown off 
balance by such things as eye appeal, 
status indicators, etc., but this did not 
last long. Witness the revolution that is 
taking place today in the automobile 
industry. People are seeking efficient, 
economical and comfortable transporta- 
tion through the so-called compact cars, 
with the amazing result that it is esti- 
mated nearly half of 1961 production will 
probably be of this type car. 

“Our own Northwestern sales trends 
indicate that people appreciate true 
values in life insurance, too. They realize 
that competing forces such as mutual 
funds are not the true answer, and at 
best can only be a partial solution, and 
perhaps a rather hazardous one at that. 

“The gyrations of the stock market in 
the past few years have been much more 
violent than the changes in the cost of 
living which stock prices were supposed 
by many to hedge against. Living costs 
have moved less than 2% in the past 
year; many stocks have declined 20%- 
30%-40%. The prices of stocks—and that 
is what we mean by the stock market— 
can go down as well as up, and a great 
many of them have done just that within 
the past twelve months. That is merely 
history repeating itself and demonstrat- 
ing that the stock market cannot ever- 
lastingly climb upward. 

“I think we need to have more confi- 
dence in the good judgment of our pros- 
pects, and that given the opportunity 
to understand NML insurance and the 
opportunity to understand the many 
problems that our product will solve 
and the responsibility that each indi- 
vidual has for solving his own problems, 
we will make the right decision. We 
must carry the initiative, and the burden 
to do so is upon us. 

“Professor George Katona in his re- 
cent important ibook, ‘The Powerful 
Consumer,’ makes this significant obser- 
vation drawn from the extensive research 
he and his associates have conducted 
at the University of Michigan Survey 
and Research Center; and I quote: ‘Con- 
sumer thinking is inherently conserva- 
tive and sane and not inclined toward 
sudden and excessive fluctuation.’ 

“The American consumer was never 
in a stronger position in the American 
economy, Due to his large gain in real 
income, his position in economic decision 
making has increased greatly in the past 
twenty-five years. This country is now 
made up of broad middle—and upper- 
middle-income groups rather than great 
masses of poor people and a few very 
rich. That means that millions of fam- 
ilies now have incomes that are well 
above their daily needs for living essen- 
tials. They are in a position to direct 
part of their income for many things: 
Increased savings, recreation, travel anda 
thousand other uses. More importantly, 
they are in a position to establish strong 
and effective life insurance programs 
that have values of real substance, but 
they need your guidance. 

“More and more they need a new 
philosophy and understanding of personal 
and family planning, in order to become 
solid and constructive citizens on the 
new level on which they find themselves. 
Philosophy of this kind does not come 
in neat packages, nor can it be taught 
by only semi-informed individuals, Phil- 
osophy of this kind will come only 
through recognition of and response to 
lasting authority—in service and in coun- 
selling—the authority of true value,” 


Pe Var 


Sid Greeley Tells How He Works 


Milwaukee—Sidney F. Greeley, Jr.,, 
special agent at Framingham, Mass., 
leader in lives for Northwestern Mutual 
for the second consecutive year and 
president of the Marathon Club, told the 
Agents Association some of his methods. 

My whole procedure is set up to guar- 
antee I make one sale per week and the 
4-Lives Club each month. Making at 
least one sale per week gives a tremen- 
dous boost to my morale as I know I am 
in business! Also, I have found it helps 
to arrange a medical exam for Monday 
morning. A completed sale on Monday 
sets the tone for the rest of the week. 

I make a minimum of 20 to 25 seen 
calls per week (the average is about 25). 
Of this number, I make three evening 
calls: one each Monday, Wednesday 
and Thursday and three luncheon inter- 
views per week. Those interviews are 
either fact-finding or closing, These 


appointments are arranged the preced- 
ing week so I begin Monday morning 
with at least six solid interviews for 
the immediate five days ahead. Secondly, 
when I arrive at work in the morning, 
I am employed for the day. I have com- 
pletely set up my day’s work a day or 


two before. If an agent does not — or 
cannot — do this, he will never be suc- 
cessful. 


“To keep me on the track, I use two 
monthly work cards—one to tell me what 
people I must see on a given day and 
the time of the appointment; the other 
to tell me those people I must phone 
or write. From my earliest days, I did 
well at getting prospect’s dates of birth 
so I have established quite a sizeable 
file of age-change cards. The first of 
every month I look through this file and 
call those people I should be 
ready to add to their insurance pro- 


believe 





Tompkins on Selling 


Milwaukee—Deal H. Tompkins, gen- 
eral agent for Northwestern Mutual at 
Charleston, W. Va., discussed several 
aspects of the present day market. 
On selling the small businessman he 
said: 

“T am talking about a small business- 
man—an owner of a _ business netting 
$8,000 to $40,000 per year, a business 
so small it cannot afford a key man—a 
business that might be employing five 
to 25 people. Our territory has many 
such enterprises. 

“What is this man’s economy? He 
usually has no economic security out- 
side his business. It provides him a 
good 1960 living because he ‘has an abid- 
ing interest and because he works long 
hours. His excess earnings always seem 
to have to be ploughed back into the 
business. If he dies, his business loses 
much of its capital value and all of its 
income value—and that is a problem— 
but let’s talk about a more real and a 
more likely problem of tomorrow. As 
Mr. Business Owner grows older his 
physical energy grows less and at 
some point in time his health or his busi- 
ness suffers—maybe both 

“With our small businessman, the 
great opportunity for problem solving 
is not the death problem, it is the stor- 
ing of wealth in an asset outside this 


Small Businessman 


man’s business to build financial inde- 
pendence at an early age—a problem that 
can be solved by storing enough cash 
in a 10, 15, or 20 Payment Policy so that 
the annuity from it, plus the liquidating 
value of the business, plus Social Security 
and plus other income will make him 
financial independent at 35, 60, or 65 
years of age. Blueprint a plan that 
makes this possible, persuade ‘him to 
execute the plan and you take a 1960 
burden from this man’s shoulders and 
you will have made yourself a friend 
and a booster—as we would say in West 
Virginia, you will have elected another 
‘Unpaid Vice President-in-Charge of 
Sales.’ 

“My classic example of such a sale 
is the sale of a $100,000 Five Payment 
Life policy with an $11.000 annual pre- 
mium to a man who owns a small serv- 
ice business. His objective was to be in 
a position in five years to have a degree 
of financial independence outside his 
business. Well, the five years were up in 
1949. He still operates his service busi- 
ness and at least once each year he tells 
me lhow proud he is of his paid-up 
policy which for the past 11 years has 
been pyramiding cash values for him on 
a tax free basis. About every two years 
he has me figure the Option C-20 rate 
from the cash value. He expresses his 
satisfaction and goes his way.” 





EMPIRE'S 


Everyone’s Talking About It... 
Guaranteed Renewable 


Hospital-Surgical Expense Policy 


PLAN — 1 Premiums Payable For Life 
PLAN —2 Premiums Payable to Age 65 


For Life 





20-10 Hospital Plan — Something new in the Hospital Field 
Guaranteed Renewable To Age 65 
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A Complete Portfolio of Life and Group Coverages 
Direct Mail Program That Gets Results 
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EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 
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grams, 
“Again, at the beginning of the 
month I look over all my old Sales 


Builders to remind myself who bought 
from me in the past in the month we 
are now entering. Again, I call any 
likely candidates for additional insur- 
ance. Next I pull out cards from another 
file, of people who have asked me to 
see them for one reason or another that 
month. Lastly, I have a group of re- 
ferred leads which I have picked up in 
previous months. 

“As you can see, the beginning of 
every month I have between 200 and 
300 phone calls I should make for ap- 
pointments during the month. To have 
this number of people more-or-less ex- 
pecting me to phone is wonderful for my 
peace of mind. 

“This organization pattern is practi- 
cally identical to the pattern I was fol- 
lowing my first year. Of course, at first, 
I did not have an age-change file of 
any size, or old policyholders or referred 
leads to call on. The only other basic 
change is, now I work only three nights 
per week with no Saturday calls. 

“IT believe good organization means 
more than keeping records and planning 
a day’s work ahead of time. It also 
means knowing in advance basically 
what to say in a telephone approach and 
during the first, fact-finding, and clos- 
ing interviews. 

“Regarding telephone technique, I 
believed the only way I could operate 
successfully—without ulcers—was to have 
my prospects ready to see me when I 
arrived for an interview. Obviously, to 
accomplisi this, I had to use the tele- 
phone to make the appointment. In 
order not to waste good prospects be- 
cause of a faulty telephone approach, it 
was essential that I devise a technique 
immediately that would almost guaran- 
tee a ‘yes’ answer when I requested an 
appo'ntment. 

“This is what I said my first year and 
what I say now varies only slightly as 
you will see:—‘Mr. Prospect, this is Sid 
Greeley of the Northwestern Mutual Life 
Insurance Company. Are you at a meet- 
ing, or could | ask you a question? I 
had planned to stop in to see you to- 
morrow morning to accomplish two 
things. First, to introduce myself and 
second, to leave with you some informa- 
tion on my company, My call will last 
two minutes and I stick to that, but I 
thought I should phone you ahead of 
time. ] will be in at 10 o'clock. Would 
that time be convenient ?’ 

“Now with a referred lead [ start out 
the same way, asking if the prospect 

is at a meeting. Then I go on to say 
‘As you may know, I have been helping 
3ill Brown with his life insurance prob- 
lems for a number of years. While fin- 
ishing up some work for him last eve- 
ning, he suggested you might be inter- 
ested in having some information on 
my company for future reference.’ (I 
finish the same way as mentioned above). 
There are only two answers that can be 
given to this request—‘Sure, if it takes 
only two minutes,’ or ‘I am not inter- 
ested in buying life insurance.’ If he is 
not interested in buying life insurance, 
I counter with these words, ‘Mr. Pros- 
pect, I certainly did not expect you 
would be interested in purchasing life 
insurance today, but probably sometime 
in the future, you will be interested. This 
material—which I hope to leave with 
you—summarizes the cost picture of the 
top 40 life insurance companies in the 
United States, covering the last 20 years. 
This comparison shows the cost differ- 
ences between companies on a year-by- 
year basis. I know the material would 
make a very valuable addition to your 
insurance file. My call will last only 
two minutes, Would 10 o’clock tomorrow 
morning be a convenient time for you?’ 
This approach makes it possible for me 
to obtain an appointment with nearly 
everyone I call.” 
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Your clients are the most important 
pecple in the world. Their personal pro- 
tection needs are not met without GUAR- 
ANTEED RENEWABLE ACCIDENT 
AND HEALTH. Let me tell you about 
our modern, flexible plans, all backed 
by a mutual legal reserve company li- 
censed in New York State since 1886! 
Call me today for details. 

PAUL FISHMAN 


JAFCO 
LIFE AGENCY INC. 
MU. 4-5779 


General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY Jamestown, N.Y. 





New Plans of Insurance 


Announced by Shenandoah 


The board of directors of Shenandoah 
Life held its regular mid-year meeting, 
July 22, at the company’s home office, 








Roanoke, Va. and heard President Paul 

( Buford’s report on results of the 

irst six months of 1900 and an explan- 

ation of new plans of insurance and 

liberalization of present benefits which 
became effective July 15 

Sales for the first six months of 1960 

1 $19,074,048, representing nearly a 

n increase over te same_ period 

st year. Shenandoah Life insurance 


in force is now $547,675,968 and 


top the $55 million 


assets 
mark for the first 
ime in the history of the company. 

Two new plans of insurance have been 
introduced by the company. The first 
demnity agreement 
multiple extra protection 


accidental in 


vhich offers 


for policyholders in the event of acci- 
dental deat As much as four times 
the face amount of a Shenandoah Life 


policy now can be paid to beneficiaries in 
he event of accidental death occurring 
on common carriers. A new plan of in- 
for an ini itial one, two, or three- 
was also introduced 

ralization of existing benefits in- 
clude the raising of reer reg A benefit 
ralization of double indemnity 
benefits a1 pe the conversion of Term ad- 
jitions to permanent life insurance plans. 
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“The Pension Accumulator” 


A new annual 
nuity, “The 
recently intro 
Life. Toronto 

The plan may be 
rom U t« 


premium deferred an- 
Pension Accumulator,” was 
luced by Confederation 


issued at any age 
» 65 in units of $100 annual pre- 
jum, with discounts for quantity, Re- 
tirement income will normally commence 
t any age from 60 to 70. Annuity values 
re based on a generation approach. 
income guaranteed for 
} or 20 years. Dividends may be 
l amount of retire- 
ment income, Guaranteed non-forfeiture 
benefits include a paid-up annuity fea- 
ture. Total disability waiver of premium 
may be added, with or without monthly 
income 


Options include 


io imcrease the 


Electronics at the Agency Level 


Job Done for Large Agency to Mechanize Record Keeping 
For Its Pension Business; Real Need Seen for This 
Type of Electronic Assistance 


By Epwarp FLaMM 
Integrated Data Processing Systems New York City 


Author of the following article formed the I, D- P. 


Systems in 1957, function 


of which is to assist management with wunpartial expert advice in selection and applica- 
tion of electronic and electro-mechanical data processing equipment. 


Mr. Flamm is a graduate of Pace C 


College in business administration and a CPA 


from the University of the State of New York. He also took post-war study courses 
in engineering under the G-I. bill at Polytechnie Institute of Brooklyn. 


He has lectured at New 
has written extensively. 


appeared in “Industrial Medicine” 


The tremendous expansion of insur- 
ance over the last decade has brought 
with it the companionate difficulties of 
costliness and shortages of clerical help. 
The home offices, after extensive pe- 
riods of research and development, have 
solved the problem with installation 
of large and costly electronic comput- 
ers. They have the tremendous financial 
and physical facilities to adapt to this. 
At this date their history has justified 
the changeover. This volume also con- 
tinues at the insurance agency level, but 
the agency does not have the where- 
with-all of the home office. 

Early last year we were retained by 
a large life agency to mechanize the 
record keeping for its pension business 
which included side funds. After about 
eight months of experiment, trial and 
error, the system was completed and 
procedures drawn. The first run was 
completed on electro-mechanical (as dis- 
tinguished from electronic) devices late 
last year. 

3y pure happen-stance this project 
was mentioned at a Million Dollar Round 
Table meeting, and written up in a home 
office periodical that is distributed to 
agencies. We received an astounding 
number of unsolicited inquiries from 
these agencies about our service. With 
this as a start we did a market study 
and found a great need existed for this 
type of record keeping in the insurance 
business. 

For processing volume of this magni- 
tude, we spent four months redesigning 
the program for an electronic computer 
and found it was more economical than 


with punch cards. 
The program consists of two parts. 
The first is the conversion of the ex- 


York University, 
His range of articles 
to a recent study on 
tion” which ran in “Product Engineering.” 


Fairleigh Dickinson University, and 
is from “Industrial Psychology,’ which 
“Electronic Braille Reproduc- 


His current article follows: 


isting pension 
that can be 
puter. 


trust records to a form 
processed into the com- 
This is a one time non-recurring 


item. The second item, on an annual 
recurring basis, is to arrange for the 
current client information from the 


home office to be forwarded to the com- 
puter center, One report copy contains 
space for the client or agent to record 
any changes such as beneficiary, salary 
adjustments, additional policies, etc. The 
current data and changes are incorpor- 
ated with the previous cumulative data 
and current cumulative reports are pre- 
pared. Our servicing the agency is to 
furnish them with a new up-to-date set 
of clients’ pension trust records. The 
client merely replaces the o'd with the 
new, and discards the former. 


The client can designate the number of 
copies desired, e.g., for trustee, adminis- 
trator, agent, participant and others. Up 
to eight copies can be written. 

After we had completed our second 
installation using an electronic compu- 
ter, we found that no one single insur- 
ance agency can economically afford 
the expenditure for either the rental 
or purchase of a computer installation. 
What is feasible is to have the agencies 
send the source data to a central bureau 
where the electronic computer is situ- 
ated. In this way each agency pays 
for his volume of business, usually on a 
“per policy” basis. This method ob- 
tains maximum utilization of the equip- 


ment, and lowest cost to the agency. 
Our study revealed that this annual 
charge to the agency is approximately 


equal to or less than his existing clerical 
cost. 

Of course, the advantages of a com- 
puter produced report in terms of ac- 
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curacy and client presentation in terms 
of up-to-date records beautifully pre- 
sented, create a client-agent-agency re- 
lationship of tremendous assurance and 
confidence. For the smaller agent or 
agency, it leaves the agent free to sell, 
and to obtain the utmost from his per- 
sonal faculties without the encumbering 
clerical detail. 





FORM UNITED FIDELITY LIFE 


Pennsylvania Company Under H. T. 
Dozor Will Feature Complete Line 
Of A. & H. and Life 
The formation of United Fidelity Life 
in Pennsylvania is announced by its 
President, Harry T. Dozor. Former! ly 
president of Fidelity Interstate Life, 
Mr. Dozor stated that the-newly-formed 
company will feature a complete line of 
the latest forms of hospital, medical, 
sickness and accident, and life coverage. 
The company—located in Philadelphia 
—is presently in process of establishing 
five local offices in the eastern Penn- 
sylvania area and plans to open 31 of- 
fices throughout the state of Pennsyl- 

vania by the end of the year. 

Mr. Dozor has been in the insur- 
ance field for almost 20 years, and dur- 
ing this time was executive vice presi- 
dent of Fidelity Interstate Casualty, 
later becoming president of the sucessor 
company, Fidelity Interstate Life. As 
president of the latter, he built it into 
a multi-million dollar company in a pe- 
riod of less than five years with over 
200 offices and over 1,000 licensed agents 
representing the company. 

Mr. Dozor stated: “I expect United 
Fidelity to be among the leading writers 
of hospitalization and accident and sick- 
ness coverage in the state of Pennsyl- 
vania within two years and challenging 
the leaders in the nation within the next 
ten years.” 

Associated with Mr. Dozor in this 
new company is David S. Zelitch, form- 
erly vice president and director of agen- 
cies for Fidelity Interstate Life. Mr. 
Zelitch has been associated with Mr. 
Dozor for a period of ten years and 
joins United Fidelity as executive vice 
president. 





Promote R. R. Royer 

Ralph R,. Royer has been promoted 
to regional Group manager and pl: iced in 
charge of the Pittsburgh Group office of 
Occidental Life of California, Vice 
President H. D. Eagle reports in an- 
nouncing recent changes in the com- 
pany’s Group field personnel. 

Mr. Royer goes to Pittsburgh from Cin- 
cinnati where he has been assistant re- 
gional Group manager for the past two 
years. He joined Occidental’s Phoenix 
Group office in 1956 and was promoted 
to sales representative and transferred 
to Cincinnati in 1957. 

In addition, Vice President Eagle an- 
nounces the appointment of four new 
men, Appointed Group sales trainee, 
Richard J, Lake has been assigned to 
the home office training circuit; John 
F. Schoewe, to the Atlanta Group of- 
fice; and Wilmer T. Gaston, to the 
Cincinnati Group office. 

Carlton J. Hartman has been appointed 
Group service representative and as- 
signed to the Los Angeles Group serv- 
ice office. 


W. M. Smith, Sr., to Retire 


W. Merle Smith, Sr., manager for 
Mutual Of New York at Buffalo, N. Y., 
will retire August 1. Mr. Smith, who has 
been head of the Buffalo agency since 
1930, is a native of Elmira. He served 
in France with the First Division dur- 
ing World War I and now holds the 
rank of colonel in the New York Guard. 
He entered life insurance in 1921 and 
was MONY’s assistant manager at 
Rochester for five years before going to 
Buffalo. 

Mr. Smith has 





served as_ president 


of the Buffalo Life Underwriters As- 
sociation, Buffalo CLU Chapter, Buf- 
falo Managers Association, New York 


State Association of Life Underwriters 
and Buffalo Life Insurance Trust and 
Banking Council. Also he served on the 
finance committee of NALU. 
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Associate Agcy. Supervisor 


THEODORE E. LEWIS 


Lee Nashem, general agent, Canada 
Life Assurance, announces the appoint- 
ment of Theodore E. Lewis as associate 
agency supervisor. Mr. Lewis started in 
the life insurance business with the Home 
Life of New York in 1958. In that year 
he was “Man of the Year” for his agency. 
Before he left Home Life in April of 


this year to join the ‘Canada Life, he 
had a total paid for in personal busi- 
ness in all companies of $1,100,000. 

Since joining the Lee Nashem Agency, 
Ltd., he had paid for over $500,000 person- 
ally and has consistantly placed among the} 
top 25 producers in the entire company: 
field force for each of his first three 
months with the company. 

‘Prior to entering the field of life in- 
surance, Mr. Lewis was assistant to the, 
executive vice president of the Rowé 
Corporation for four years and for six 
years before that, he served as director 
of the franchise division of Bond Stores, 
Inc. 

Mr. Lewis received his degree in psy- 
chology and economics from New York 
University and served with the Army 
for two years during World War II. He 
is a member of the admissions committee 
of the (New York University Club and 
a member of the advisory council of the 
Heights Alumni Association of New York 
University and formerly was its secre- 
tary for three years. He also belongs 
to the Westport (Community Theatre and 
the North Country Players of Stamford, 
Conn. 





Supervisor for Standard 


Appointment of David L. Barker as 
agency supervisor for the Columbia 
Agency in Portland, Oregon, was an- 


nounced by R. V. Cummins, vice presi- 
dent of sales for Standard Ins. Co., 
Portland, Ore. As agency supervisor 
he will assist Paul McCulloch, agency 
manager, in the direction of the com- 
pany’s operations in the sale of indi- 
vidual life insurance, accident and sick- 
ness insurance, and Group insurance in 
the Columbia River area surrounding 
Portland. 

Mr. Barker goes to the Standard af- 
ter a successful career as the life sales 
supervisor for the All-State Ins. Co. He 
also served as agent and assistant man- 
ager for New York Life. 





Grosch Joins Federal 


Federal Life of Chicago announces 
the recent appointment of Wallace F. 
Grosch as district Group representative 
in the Los Angeles area. Mr. Grosch 
was formerly a Group representative 
with the Continental Casualty Company’s 
special risk division in Columbus. 


Franklin Appoints Stone 


Edward G. Stone, CLU, has been ap- 
pointed executive sales director in the 
State of Maryland for ‘Franklin Life 
of Springfield, Ill. 

A life and qualifying member of the 
Million Dollar Round Table, Mr. Stone 
brings to the Franklin 11 years of life 
insurance experience, first joining the 
insurance profession in February of 
1947 with The Prudential. His only 
interruption came in July of 1950 when 
he was recalled by the Air Force for a 
two year period. 

Mr. Stone received his CLU degree in 
1956. 


BANKERS OF IOWA SCHOOL 

Twelve salesmen from nine agencies of 
Bankers Life ot Des Moines attended 
an advanced sales training school in the 
lhome office July 18-22. 

The names of those salesmen in at- 
tendance, listed with their agency cities, 
are: Robert G. Keck, Chicago; Nick U. 
Prime, Allen’ D. Singleton, EI Paso; 
John C. DeMaris, home office sales 
unit; Willard Cook, Wendell Jensen, 
Lincoln; Will D. Forney, Oakland; Wil- 
liam Kurman, Philadelphia; Robert J. 
Gallivan, St. Paul; Phil C. Niedermaier, 
R. Lynwood Schneider, Trenton, and 
Leo Skladany, Pittsburgh. 


United Life and Accident 
Raises Non-Medical Limits 


An increase in its non-medical limits 
on all plans of life insurance has been 
announced by United Life and Accident, 
Concord, N. H., with ages 10-30 carry- 
ing a limit of $30,000. Previously, ages 
0-25 had a limit of $15,000 and ages 26- 
30, $15,000. 

Under the new limits set by United 
Life, ages 31-35 now have a non-medical 
limit of $15,000; ages 36-40, $10,000; and 
ages 0-9, $15,000. The limits apply to all 
plans, including Term insurance, and ap- 
ply to both male and female risks. 



















THe MANHATTAN LIFE 4 


Give him a ring 





at most ages). 


When You Need Family Income and decreasing term riders 
Through Issue Age 64, standard or sub-standard. 


When You Need Permanent Plans (Ordinary Life, 10 Pay 
Life and 20 Pay Life) To Issue Age 75, standard or sub- 





When you phone 
The Man from Manhattan, 


chances are your problem 1S Over. 
HERE ARE JUST A FEW 


OF MANY WAYS HE CAN HELP: 


When You Need Progressive Underwriting on sub-standard 
risks Through Age 74 (we issue up to 1,000% mortality 





standard. 


Better phone The Man from Manhattan 


Our 2nd Ya Century 





of New York, 


Home Office: 111 West 57th Street, New York 19, N.Y. 


When You Need up to $50,000 Low Cost Insurance on a 
Wife, available under our Family Member rider, with 
children or even if there are no children, and issued 
standard or sub-standard. 


When You Need a Family Member Rider to 
cover minor children of a widow, widower or 
divorcee without spouse (sub-standard issued 
on minor children). 


When You Need a Guarantee of Future Insur- 
ability, issued and exercisable through age 64 
with the guarantee amount actually payable at 
death if it occurs before conversion. Amounts 
available as high as $50,000, standard or sub- 
standard, and at very low cost when Level Term 
Rider is attached to any permanent Manhattan 
policy—old or new. 


Manhattan Life is Famous for its Flexibility, with 
55 policies and 13 riders, not counting the sub- 
standard versions. 


INSURANCE COMPANY 
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Equitable Society’s 
Group Inquiry Reply 
ON CASES MINUS COMMISSION 





Vice President Horace Wilson States 
Society Has Traditionally Operated 
Under Agency System 


The Equitable Society of New York 
through Vice President Horace H. Wil- 
son recently replied to the general letter 
Wisconsin field forces on the 


cases on 


of. the 
which no 
Companies reply- 


writing of Group 


commission is paid. 
ing have affirmed their support of the 
System but acknowledged that 
im rare instances there have been cases 
m which 


Agency 


there has been no agent of 
tecord. Some companies have said they 
with the 


In any case the 


nevertheless charge the case 


customary commission. 
Group ‘buyer derived no price advantage 
and there was no reason to by-pass the 
agent 

letter said in 


The Equitable Society 


“The Society has traditionally operated 


under the Agency System and has sup- 
ported - 4 actively and _ vigorously 

‘oughout our history. As I am sure 
you know, we were among the first of 





ile insurance companies to recruit, 
rain and develop our own Agency Force 
and Managerial Staff. Moreover, many 
f our ofticers {and all of our agency 


have come from the ranks of 
ur agency organization 

“Many yeats ago, in fact in 1927, the 
Insurance Department of New York, 
(under whose supervision we operate), 
set forth the following ruling: 

‘It is the opinion of this Department 
hat where a group polhcy is written 
V ut the payment of commissions, 

ere should be charged against the class 

vhi such group belongs, either in 

r mputation of dividends or arriv- 
ng at experience rating tefunds and 
experience rating reductions, the regu- 

ussions the company would 
ve paid under its agency contracts if 

e business had been written through 

sent. The aniount so charged should 


ve credited to the general overhead of 


vrcoup business as a whole. This is 
ised on the assumption that the com- 
missions pail by the company .« a risk 
kind would be reasonable and in 

¥ excessive considering the amount 


premiums. involved 
ment is 


This Depart- 
willing at any time to consider 
1¢ facts in any individual case which 
modification of this 
ile iri any individual case.” 


ignt justity the 
r 


(N. -Y. 33:621.:lnsurance Department 
Ruling of January 8, 1927.) 
“We-not only abide’*by, but endorse 


this ruling (without ever having sought 
exception other than the well-known 
employe reinsufance cases) be- 
nature, it takés posi- 
tive action to preserve the Agency Sys- 
tem by prétluding any ‘financial induce- 
ment thr direct writing of group 


tedera 


cause by its very 


insurance 





themselves of the serv- 
ice of a Life Underwriter. No commis- 
ions are paid in such a case because we 
n | no justification for making pay- 
ments where nothing is earned. But in 
cases the purchaser derived 
a result of this, 
and there is no inducement to the policy- 
ler to avoid naming an agent; there 

is no erosion of the Agency System. 
n any case, the number of cases written 


End 


tnese rare 


no price advantage as 


Dasis .1S 


su a infinitesimal 
“The Society has just completed its 
entennial year of service to the Ameri- 
in public. We are proud of our heri- 
tage and the Agency System which pro- 
duced it. We intend to preserve both 
n moving forward to meet the chal- 


enges of the 


future and the sound needs 
the national economy,” 





Assistant Vice President 
Standard Security Life 


HENRY S. HARRIS 


Henry S. Harris has been appointed 
assistant vice president of Standard Se- 
curity Life of New York and will con- 
tinue to serve as assistant to the presi- 
dent and director of 
public relations. 


advertising and 


Previous to joining Standard Security, 
Mr. Harris headed his own public rela- 
tions and counseling organization. Be- 
fore that he was an account supervisor 
with a major public relations firm serv- 
icing national associa- 
World War 
officer in the 
He is a graduate of New Eng- 
New 


University. 


companies and 
veteran of 
served as an 


tions. He is a 
II, having 
Navy. 
land 


College of Hampshire and 


Columbia 


Merger Agreement Approved 


At a special meeting of shareholders 
of Kentucky Central Life & Accident, 
which was held July 20 at its principal 
office in Anchorage, Ky., the stockhold- 
ers unanimously approved a merger 
agreement, entered into by the board 
of directors of Kentucky Central and 
Life Insurance Co. of the South, Char- 
lotte, N. C. 








GROUP SALES REPRESENTATIVES 





bonus. All replies confidential. 





Experienced Group sales representatives needed for assignments 
in Tampa, Birmingham, Kansas City, New York City, Pittsburgh, 
Memphis, Cleveland, and Greensboro, N. C., by large New England 
life company offering excellent future with advancement opportuni- 
ties and liberal employee benefits. Compensation by salary and 


BOX 2827, THE EASTERN UNDERWRITER 
93-99 Nassau Street, New York 38, N. Y. 








Horace Brower Chairman 
Of Transamerica Corp. 


Directors of Transamerica Corp. elec- 
ted Horace W. Brower board chairman, 
and named John R. Beckett, well-known 
San Francisco investment banker, to 
succeed him as president of the corpora- 
tion effective September 15. Mr. Brow- 
er will also continue as chief executive 
officer to which office he was elected 
in November last year. Mr. Beckett was 
elected a member of the board to take 
effect immediately. 

Mr. Brower, who has been a member 
of the board since April, 1958, was 
named president following the sudden 
death of the late F. N. Belgrano, Jr. 
A veteran of more than 38 years of as- 
sociation with Transamerica and its pre- 
decessor and subsidiary companies, he 
is also president of the corporation’s 
largest subsidiary, Occidental Life of 
California, with headquarters in Los 
Angeles. He will continue as president 
of Occidental in which office he has 
served with outstanding distinction since 
1951. 

Mr. Beckett, who is vice president and 
a director of the nationwide investment 
banking firm of Blyth & Co. Inc., is 
resigning from Blyth & Co. Inc., to ac- 
cept his new position. A native Califor- 
nian, Mr. Beckett was born in San Fran- 
cisco. He attended public school in the 





3ay Area and graduated from Stan- 
ford University in 1939, 
ERNEST ROTH DEAD 
Ernest Roth, Massachusetts Mutual 


Life representative with B, William 
Steinberg and Associates, Inc. of New 
York, died recently. Mr. Roth, who 
lived in Jamaica, has been a life un- 
derwriter since 1932 and has been af- 
filiated with Mr. Steinberg for the past 
four and a half years. He qualified for 
the Million Dollar Round Table in 
1959, 





NEW 


tion. 


FRANK McCAFFREY 
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Ask M. L. CAMPS AGENCY 


about 
JOHN HANCOCK’S IMPROVEMENTS 


Insurance of Insurability Option Benefit. Guar- 
antees the availability 


protection in the future without medical examina- 


Call us for Sal Information 


MARVIN ORNSTEIN 


800 SECOND AVE. (at 42nd St.) NEW YORK 
OXford 7-2121 


of additional insurance 


LARRY CAMPS 








N. H. TARNOFF PROMOTED 


Named Northeastern Life’s Director of 
Agencies Effective August 1; His 

20-Year Background ‘ 

Norman H, Tarnoff, wh joined North, 

eastern Life of Mount “Vernon, N. Y. 

last November as regional, superintend- 

ent of agents, has been promoted to di- 





NORMAN H. TARNOFF 


rector of agencies effective August 1, 
it is announced by Herbert L. Hutner, 
president, following a board of directors’ 
meeting July 19. 

Mr, Tarnoff has had over 20 years’ ex- 
perience in the insurance field, most of 
it in the agency end of the business. He 
and his father built up a_ substantial 
agency which, upon his father’s death 
in 1945, Norman Tarnoff took over and 
managed. 

Active in religious and civic affairs, 
he is a past president of the Crestwood 
(N. Y.) Community Chest and now on 
its board of directors; president of the 
Colonial Heights School PTA, trustee of 
Genesis Hebrew Center. Mr. Tarnoff 
also conducted the religious survey held 
in northeast Yonkers in connection with 
churches of the neighborhood. 





Conn. General Appointments 


Connecticut General Life has an- 
nounced staff appointments at eight field 
offices. 

James D. VanderWaal has been named 
director of brokerage services at the 
Philadelphia branch office. He has been 
serving in Philadelphia as a_ senior 
brokerage consultant, John L. Quaad- 
man has been appointed assistant man- 
ager of the Chicago brokerage agency. 
He was formerly an agency assistant 
at the home office in Hartford. 

Agents who have been named to the 
post of staff assistant are John W. 
Coote at Portland, Maine; Arthur D 
Kinney, Jr. Pittsburgh; Douglas N. 
Lofdahl, Minneapolis; John M. Shannon, 
Evanston, Illinois; Jack H. West, Jr., 
Miami; and Jon R. Williams, Los An- 
geles. 
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*... timely disbursements, to prepare for 
ee 
danger, frequently prevent much greater 


disbursements to repel it...” 


Although George Washington was referring 

to national defense with those words 

from his Farewell Address, the idea can also be 
applied to insurance. What greater danger 

can there be than that which threatens 

the security of a family? 

To further the protection of family security, in the 
tradition of honor and integrity established 

by its namesake, is the aim to which 

George Washington Life Insurance Company has been 


and will continue to be dedicated. 


Seorge UWashinglon LIFE INSURANCE COMPANY 


Home Office: Charleston, West Virginia Regional Office: Jacksonville, Florida 


LIFE ° HEALTH & ACCIDENT ° INCOME PROTECTION 
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Lincoln National, N. Y. 


1) 


(Continued f 





rom Page 


in 1934, serving successively in the com- 
pany’s Ordinary, Group, and Reinsur- 
ance departments. He was appointed 
assistant actuary in 1949, was promoted 
to associate actuary, assistant vice presi- 
dent, and second vice president. A Fel- 
low of the Society of Actuaries, Mr. 
Clark has served as staff consultant 
to the Indiana Public Employe Retire- 
nent Funds Study Commission and as 
chairman of the Group committee 01 
he Health & Accident Underwr-:ers 
Conmercnce 

Mr. Murphy entered the life insurance 


FRED W. 


s in 1932, 
agent he w 

his ager 

rezional m 
red home 
ace 

York, Mr 

r eigl 


ive in ih ins 


M rp] vy is a past Ps 


and 


CLARK 


after 
as named 
icy. In 


Ss 


anager and 


office 
Murphy 
years of 
urance 


1 Life Unc 


National 


1OT 





ix years 
assistant 


1945, he be- 


a year 


work as su- 
neies. Pri hi 
Lincoln 


Life 


had been 





7: 
nis own 


affairs, Mr 
esident of 


ler 


local 
writers, 


his 


ALLEN C. STEERE 

in which he previously had held every 
other office. His community activities 
include participation in various fund- 
raising campaigns in —_ ition to lead- 
rship in Little League and Pony League 
baseball \ graduate of Loyola Uni- 
versity where he received his Bachelor 
of Arts degree, Mr. Murphy has com- 
pleted post-graduate studies at North- 
western University. 


Mr. Steere, vice president, public re- 
lations, of the parent company, pre- 
viously served successively as assistant 
counsel, assistant general counse’, 
socia te general counsel, and second vice 
president and general counsel. He joined 
Linco'n L-fe in 1934, which 


as- 


prior to 





WALTER O. MENGE 


he had been engaged in private law 
practice in Fort Worth. Mr. Steere has 
served on numerous committees of 
American Life Convention and recently 
was named secretary of the Legal Sec- 
tion of the organization. He is a mem- 
ber of the board of trustees of the Pub- 
lic Emploves’ Retirement Fund of the 
State of Indiana, vice president of the 
Fort Wayne Chamber of Commerce, ac- 
tive in the work of the Indiana State 
Chamber of Commerce, and president, 





ROBERT J. MURPHY 
Fort 
Inc. 

Mr. Ledden, who is vice president and 
treasurer of the parent company, was 
named to that office in 1956, and he 
serves as a member of the Lincoln Life 
finance committee. He joined the com- 
pany in _ as a junior accountant 
and, prior to his present post, held the 
positions of ‘chief accountant, controller, 
second vice president and controller, and 


Wayne Philharmonic Orchestra, 


second vice president and treasurer. 
Dr. Scoins, chief medical director of 
the parent company, graduated from 


University of Nebraska and taught at 
the University as well as at the Uni- 
versity of Southern California. He was 
assistant medical director of Pacific Mu- 


tual Life until 1948 when he became 
affiliated with the parent company as 
medical director. Dr. Scoins is a mem- 


ber of the Association of Life Insur- 
ance Medical Directors, several health 


Northeastern Life G.A.s in 
All-Day Meeting July 27 


General agents of Northeastern Life 
attended an all-day meeting July 27, held 
at the home of Herbert L. Hutner, com- 
pany president, in Harrison, N. Y. Of 
chief interest was the new business in- 
surance procedure, called the “Assured 
Business ‘Continuation Plan” which was 
introduced by Norman Tarnoff, direc- 
tor of agencies. 

At this gathering a new business cam- 
paign was launched in honor of Presi- 
dent Hutner which will run through 
November. The results will be presented 
to him in December at a birthday party 
in his honor. 

Speakers on 


Robert B. 


the program included 
Brown, who introduced some 
new sales material; Mrs Shirley Sendler 
who spoke on “New Product Develop- 
ment,” and Dan Yannan‘tuono who dis- 
cussed “Orphan Policvholders.” 

Welcome was extended by President 
Hutner who introduced new.y appointed 
general agents. 





Franklin Regional Manager 


John M, Ehle of Asheville, N. C., has 
been appointed regional manager for 
western Nort Carolina d.vision of 


accord- 
Franklin 


Franklin Life of Springfield, LL, 
ing to an announcement by 
President Chas. E. Becker. 

A veteran of 33 years underwriting 
experience, Mr. Ehie served as vice 
president of Imperial Life until 1957 at 
which time he was named vice president 
of the Western and Southern Life. 

In his Franklin association, Mr. Ehle 
will be responsible for expansion and 
development in the western North Caro- 
lina area. 





insurance associations, and the Medical 
Advisory Committee to the Bureau of 
Old Age and Survivors Insurance of the 
Social Security Administration. He is 
currently serving as chairman of the 
Medical Section of the American Life 
Convention. 

Mr. Aichele joined the parent com- 
pany in 1957. Following a year of spe- 
cialized training in Group insurance 
sales and service, he was named regional 
Group manager in Detroit. Originally 
from Pennsylvania, Mr. Aichele is an 
alumnus’ of University of Michigan 
where he attended the school of Busi- 
ness Administration. 

Mr. Gallagher entered the life 
ance business in 1949 when he became 
cashier for the parent company’s New 
Jersey branch office and he has served 
in that capacity until his present affi.ia- 
tion with the New York company. A 
graduate of Seton Hall University 
where he received his Bachelor’s degree 
in business management, Mr. Gallagher 
also has completed several specialized 
insurance courses including the Life Un- 
derwriter Training Council series. His 
community interests include service in 
the Cub Scout program and Little 
League baseball. 


Members of the Board 


The New York company’s board of di- 
rectors includes: Wallis <" Dunckel, 
president, Bankers Trust Co., New York; 
Lester Ginsburg, vice president, Elec- 
tric Bond and Share Co., New York; 
Dudley H. Millis, director, Discount 
Corp. of New York; Roger F. Murray, 
S. Sloan Colt professor of banking and 
finance, Columbia University; John W. 
Remington, president Lincoln Rochester 
Trust Co.; William E. Smith, retired, 
former supervisor of real estate, F. W. 
Woolworth Co.; Jacob B. Taylor, ex- 
ecutive vice president, finance, General 
Telephone and Electronics Corp.; Harry 
A. Winne, retired former engineering 
vice president, General Electric Co.; and 
the following officers of the parent com- 
pany; Walter O. Menge, president; 
Fred W. Clark, second vice president; 
M. C. Ledden, vice president and treas- 


insur- 


urer; Henry W. Persons, vice president 
and director of agencies; Dr. W. H. 
Scoins, chief medical director; and Al- 


len C. Steere, vice president, public re- 
lations, 





2nd V. P. Equitable Society 


FRANK 


E. KUHN 


Frank E. Kuhn has been elected a 
second vice president of Equitab‘e Life 
Assurance Society. He will head a new 
division of the agency department and 
will report to Vice President Harold 
J. Rossman. Mr. Kuhn’s new division 
will administer contracts and financing 
for new agents, and expand Equitable’s 
agent recruitment program on college 
campuses in conjunction with the com- 
pany’s manpower development program. 

A native of Buffalo, Mr. Kuhn was 
graduated in 1932 from University of 
Buffalo with a B.A. degree in economics. 
He then joined Equitable in the ad- 
ministrative training course. After a 
year’s service in Detroit, he was trans- 
ferred to the agency department in the 
home office. 

The Society appointed Mr. Kuhn an 
agency assistant in 1947 and the follow- 
ing year named him assistant superin- 
tendent in the agency department. He 
became assistant to the agency vice 
president in 1949 and assistant to the 
senior vice president in 1953. Since 
1955, he has been assistant to Senior 
Vice President Joseph L. Beesley who 
heads the company’s sales operations. 

A Chartered Life Underwriter, Mr. 
Kuhn has served as an instructor for 
the Insurance Society of New York and 
as a member of the examining committee 
of the Life Office Management Asso- 
ciation Institute. He is also an officer 
on the board of stewards of St. Mark’s 
Methodist Church, Rockville Centre, 





Manhattan Life Reports 
Record Paid-for Volume 


Manhattan Life of New York reports a 
record paid-for volume for the first six 
months of a vear of $149,131,555, set dur- 
ing the first half of 1960. This exceeded 
by 12% the sales total of $133,401,734 
achieved during the corresponding period 
of 1959. 

Ordinary paid-for insurance of $90,- 
856,406 was 9% above the $83,698,427 
figure for the first six months of 1959, 
and represented a new high for the half 
year period. 

Group Life sales showed a gain of 17%, 
amounting to $57,421,419, compared with 
$49,134,807 in the first half of 1959, 





Employers Names Juncker 

Frank J. Carey, chief executive of 
The Employers’ Group of Insurance 
Companies, has announced the appoint- 
ment of Kenneth Juncker as manager 
for The Employers’ Life of America in 
Orange, N, JJ. 

Mr. Juncker entered the life insurance 
business in 1947 and most recently was 
life and accident and sickness depart- 
ment manager of the A. W. Marshall 
& Company, in Newark. 
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Vice President-Investments 


For the Berkshire Life 
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RALPH G. STARKE 


The election of Ralph G. Starke as 


first vice president - investment, for 
Berkshire Life was announced by ; 
Rankin Furey, president. Mr. Starke 


has been vice president. 

A native of New York City, Mr. Starke 
is a graduate of Cornell University. Af- 
ter several years in the automobile and 
investment businesses, he joined Berk- 
shire Life in 1945 as manager of the 
bond department. In 1951 he was named 
assistant vice president, and in May, 
1959, vice president with responsibility 
for all stock, bond, real estate and mort- 
gage investments. 





Superintendent of Bank’s 
Tribute to the Guardian 


One of the speakers at the banquet 
of the Guardian Life’s centenary cele- 
bration at the Waldorf-Astoria in New 
York last week was Superintendent of 

3anks G. Russell Clark. He reviewed 
the ‘background of insurance in this 
country and cited the many similarities 
in objectives of the banking and insur- 
ance business—then said: 

“T am certain that many policyholders 
would join me in a grateful salute to 
the outstanding and loyal corps of agents 
whose advice has been the cornerstone 
of countless thousands of homes in which 
financial security, particularly in the re- 
tirement years, walks hand in hand with 
dignity. 

“So too, I would salute the officers 
whose efforts on behalf of the com- 
pany are reflected not only in the bal- 
ance sheet, but more importantly in the 
high morale of the staff which is so 
evident in the home office as well as 
in the field which, in my relatively short 
term as a director, I had the opportunity 
to observe personally in many cities. 

“And then I would salute my former 
colleagues on the board of directors 
whose skills in many fields of business 
and finance are brought to bear on the 
problems of this company, whose en- 
thusiasms and energies in the company’s 
interests are unlimited, and whose pride 
of accomplishment is earned and de- 
served.” 





WEST COAST NAMES ENABNIT 


Appointment of Charles M. Enabnit as 
superintendent of agencies, north west 
division, for West Coast Life, thas been 
announced by Ray Deston, ‘CLU, vice 
president and director of agencies. The 
new division superintendent entered life 
insurance sales as an agent in 1949, be- 
came a general. agent in 1955. and two 
years later, a superintendent of agencies. 
For) the past .two years he has been 
superintendent of general agencies for 
Republic National Life in the north west. 


State Mutual Life Names 
J. G. Mallas in Charlotte 


State Mutual Life Assurance of Amer- 
ica has opened a new agency in Char- 
lotte, N. C. The agency is the 10lst 
office opened by the 116-year-old insur- 
ance firm, 

James G. Mallas has been 
manager of the new agency. He will be 
assisted by William Robinette, field 
consultant, and by William Tucker, spe- 


appointed 


MORE COVERAGE FOR THE FAMILY with MONY ‘ADD-ON’ life insurance. 
The basic MONy policy helps take care of basic needs. (On most policies 


cial agent. State Mutual’s individual and 
Group life insurance in force currently 
exceeds three billion dollars. The com- 
pany is licensed to operate in all 50 
states, the District of Columbia, and 
Puerto Rico 

A member of the Charlotte Chamber 
of Commerce, Mr. Mallas is immediate 
past president and a director of the 
Charlotte Optimist Club, a director of the 
Pine Lakes Country C lub, and a former 
director of the Charlotte Chapter of the 
National Conference of Christians and 
Jews. He also belongs to the Charlotte 
Life Underwriters Association. 


Confederation Life Passes 


$2% Billion in Force 


Confederation Life has passed $2% 
billion of life insurance in force, having 
expanded its business three-fold 
1948. Founded in 1871, the Toronto 
company reached its first billion in 1950 
and its second in 1958. The total in- 
cludes Group life in excess of $930,000,- 
000, but excludes immediate and deferred 
annuities. These are the equivalent of 
an additional $392,000,000 of insurance 


in force. 


since 




























there’s a discount, too, if the face amount is $5,000 or more.) As your 
client’s needs grow, he’ll want you to add MONY riders to his policy. 


MONY ‘ADD-ON’ LIFE INSURANCE CAN COVER YOUR CLIENTS’ 
GROWING NEEDS...PROVIDE GROWING BUSINESS FOR YOU 


You start your client with a basic MONY policy and 
the ‘ADD-ON’ riders that best meet his current needs. 
The: as his needs grow, you arrange to increase his 
coverage by adding MONY riders to his policy (sub- 


ject, of course, to evidence of insurability and cer- 





MONEY FOR COLLEGE EDUCATION. With 
MONY ‘ADD-ON’ life insurance riders, you 
can help your client guarantee additional 


money for his children’s college educa- 
tion if he were to die prematurely. 








LIFETIME RETIREMENT INCOME. MONY can 
help you plan your client’s future . . . as- 
sure his right to arrange a lifetime retire- 
ment income later, on a cost basis guar- 
anteed when he purchases the basic policy. L 


BROKERS! FREE BOOKLET 
TELLS YOU ABOUT ‘ADD-ON’ 


MONY, Depi -» -~.., Broadway at 55th St., 
New York 19, NY 


Please se es of MONY’s 
free ‘ADD-ON’ booklet. 


Name 


tain other reasonable qualifications). There are many 
different MONY ‘ADD-ON’ riders to cover a vast range 
of client needs. Most of them are convertible to 
permanent life insurance, giving you an inside 


track to future sources of commission-building sales. 
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President Davis Shows Advantages of 


Permanent Life Insurance Policies 


Those who question the asset values of 
life insurance and preach “buy term and 
invest the difference” have forgotten 
the lessons learned during the depres- 
sion, National Life of Vermont’s Presi- 
dent Deane C. Davis told the company’s 
President’s Club in Montreal July 14. 
Similar preachings were followed by 
many during the great market boom 
of the 1920s and some people rejected 
life insurance entirely and invested their 
all in equities, he said. 

“How many of thousands of policy- 
holders were able to stay afloat because 
of their life insurance cash values, we 
will never know,” he added. “But life 
insurance had passed the most severe 
test and proved its value as an asset.” 

Mr. Davis told the agents that while 
the company continues to reorganize the 
primary need for death protection it 
feels more emphasis must be placed on 
the need for saving. 

“Have we over-emphasized the need 
for adequate protection against dying 
too soon and under-emphasized the need 
for adequate protection against living too 
long? Perhaps we have. In our zeal to 
protect 20 widows we may have failed to 
protect 80 old men.” 

In the vast majority of cases, the best 
way to plan for retirement years is 
through life insurance cash values suffi- 
cient to provide basic retirement benefits, 
he said. 

Rate of Return Argument 

After emphasizing the elements of 
safety and of ready accessibility of emer- 
gency funds in life insurance cash values, 
Mr. Davis answered those who criticize 
the rate of return on this investment. 

“Stock experts point with pride to 
the fabulous record of the stock mar- 
ket during the past decade. They are 
able to show that income plus asset 
appreciation has been equivalent to an 
average return of 15%, 20% or even 
higher. 

“Investing in equities directly, buy- 
ing mutual funds, joining a stock invest- 
ment club, they are all fine. With 
luck, substantial profits may result. But 
in spite of the glamour and allure of 
equities, we must emphasize that these 
investments should involve spare dollars, 
not the basic savings dollars needed for 
retirement and emergencies.” 

Mr. Davis said that a 1957 study by 
Actuary Albert Linton shows that a 





DEANE C. DAVIS 


person aged 25 would require an average 
rate of return of more than 4%% to 
duplicate the Ordinary life policy re- 
sults. “And that 44%% would have to 
be after all expenses and after taxes. 
A man in the 40% bracket would have 
to earn 744% before taxes. I would 
say 4%% net rate of return after 
taxes is pretty fair for an _ invest- 
ment with the degree of safety which life 
insurance possesses. 
Financed Insurance 

Concerning financed insurance, he said 
company policy continues to be that 
when properly sold by a competent agent 
to a qualified prospect, financed insur- 
ance has its proper place, though a minor 
one. 

“Just as we refuse to join those who 
condemn financed insurance as univer- 
sally bad, we cannot agree with those 
who feel banned insurance is univer- 
sally good. There are many different 
types of sales situations in which pre- 
mium financing may be involved. Blanket 
endorsements and blanket criticisms of 
all fing anced sales are improper and un- 
fair.” 


Inspect New Home Office Building 


Vermont’s Gov. Robert T. Stafford ex- 
tended the greetings of the Green Moun- 
tain State at a welcome ceremony for 
600 people from National Life of Ver- 
mont’s field force at the company’s 
new multimillion-dollar home office in 
Montpelier. 

President’s Club members, general 
agents and members of their families in- 
spected the new building July 15, travel- 
ling to Montpelier by special train from 
Montreal where the field men were hold- 
ing a week-long conference. 

Mayor Elbert B. Colburn extended the 
greetings of the City of Montpelier and 
President Deane ‘C. Davis welcomed the 
gathering on behalf of the company. 
Executive Vice President L. Douglas 
Meredith presided. 

The response for the field force was 
made by Chester G. Raymond who has 
represented National Life in Tacoma, 
Wash., since 1924. A life member of the 
Million Dollar Round Table, Mr. Ray- 
mond has always been one of the com- 
pany’s top agents. 

A humerous skit by home office mem- 
bers was presented. 

Following luncheon in the company’s 


cafeteria which provides a sweeping pan- 
orama of the Green Mountain range, the 
visitors toured the five-story building, 
largest in Northern New England, which 
took three years to construct. 

A feature of the tour was the repro- 
duction of the company’s first one-room 
office in 1850, the year it was founded. 
It was staffed by two home office men 
impersonating Dr. Julius Y. Dewey, the 
country doctor who gave up a highly 
successful medical practice to establish 
National Life, and his assistant. A home 
office girl, also dressed in 1850 costume, 
handed out facsimiles of the first policy 
issued by the company. 

The company’s two new color and 
sound motion pictures were shown con- 
tinuously, one being a story about Ver- 
mont and Vermonters and the other 
showing the highlights of the construc- 
tion of the new home office. 

Playing cards and key chains featuring 
the new building were given to the visi- 
tors, and many of them also mailed 
postage paid “slim Jim” post cards of 
the new home office to sel-claiidiors 
and friends throughout the country. 

Formal dedication of the building will 
be held Oct. 


Some Highlights of Conference 


The basic functions of life insurance 
were emphasized by several speakers 
at the annual President’s Club educa- 
tional conference of National Life of 


Vermont held in Montreal July 13-17. 

President Deane C. Davis said, “Regu- 
lar and systematic saving is essential 
during the working years to avoid heart- 
break and deprivation during retirement 
years, Over three-fourths of your policy- 
holders will have need of retirement 
benefits. How many of them are system- 
atically, regularly, faithfully putting a 
portion of their earnings aside in long- 
term savings ? 

“As a matter of company policy, while 
continuing to recognize the need for 
death protection, we feel that more em- 
phasis must be placed on the need for 
saving.” 

Francis T. Fenn, Jr., CLU, of Na- 
tional’s Hartford agency and a qualify- 
ing and life member of the Million Dol- 
lar ‘(Round Table, told the agents “we 
get so excited about the various gim- 
micks, the tax laws, inflation, bank-loan 
insurance and other things that we for- 
get one of the most basic services that 
life insurance performs is a_ regular, 
organized way of building an estate. 

“People buy life insurance because 
they love their families and want the 
prestige and ego recognition of knowing 
that they are doing what they should for 
their families. They buy cash value life 


insurance because they know inside that 
it is the only way that they can be sure 
of creating something for themselves.” 

‘Presentation of sales ideas by company 
agents and a panel discussion on “At- 
tracting the Employer Dollar’  high- 
lighted the first day of the conference 
which was opened by Agency Vice Pres- 
ident Clyde R. Welman, CLU. 

David J. Bell, Atlanta; William M. 
Claytor, Roanoke; Robert F. Fahey, 
Buffalo; Mr, Fenn of Hartford, G. 
William Hubbard, Chicago and E., Ollie 
Mershon, Louisville, spoke on _ sales 
ideas. 

Participants in the panel discussion, 
moderated by Walter B. Brynn, assistant 


superintendent of agencies, were C. 
Quintin Banwell, CLU, Detroit; Salva- 
tore |F. Calio, "Hartford; Richard N. 


Craig, CLU, Kansas City; Karl H. 
Schmidt, CLU, Cleveland; and two home 
office officials, David F. Hoxie, associate 
counsel, and Stuart J. Kingston, director 
of pension sales. 

A luncheon for Chartered Life Under- 
writers and a fellowship dinner also 
marked the first day’s program. 

The dinner speaker was Harold D. 
Hodgkinson, a company director who is 
chairman and chief executive officer, 
Wm, Filene’s Sons Co., Boston. He 
urged the agents to expand their per- 
sonal program of public relations in their 
communities. 

(Continued on Page 13) 





L. Douglas Meredith Tells 
Facts About Mutual Funds 


Some facts about mutual funds, the un- 
certainties in their performance in at- 
taining the goals purchasers are led to 
expect, were discussed by L. Douglas 
Meredith, executive vice president of 
National Life of Vermont, addressing 
that company’s President’s Club Con- 
ference at Montreal. 





Has New Pension Procedure 


A new pension plan procedure was an- 
nounced by National Life of Vermont at 
its President's Club meeting in Montreal 
July 14. 

Stuart J. Kingston, director of pension 
sales, said the procedure “makes Na- 
tional’s low net cost Ordinary life policy 
available to pension plans and deferred 
profit-sharing plans, for the portion of 
the death benefit in excess of the guar- 
anteed issue limit, whenever such ex- 
cess is $20,000 or more ($10,000 for in- 
creases). 

“National’s adaptable and economical, 
special pension contracts will continue to 
be available up to the guaranteed issue 
limit. By means of this combination, 
the estate planning advantages of quali- 
fied plans to executives are enhanced 
without sacrificing the flexibility which 
the special pension contracts provide.” 


Company Has New Single 


Premium Annuity Rates 
National Life of Vermont has an- 
nounced new single premium annuity 
rates. Separate rates apply for single 
premiums less than $10,000 and for sin- 
gle premiums $10,000 and over. The 
annuity income purchased per $1,000 of 
consideration where the single premium 
is $10,000 or more is approximately | 1% 
greater than for smaller single premium. 
These new rates apply to the three 
types of single life annuities issued by 
the company—life annuities without 
guarantee, life annuities with a ten year 
guarantee and life annuities with an 
installment refund guarantee—and_ to 
joint and survivor annuities. 
The interest rate basis in these new 
rates is 41% as compared to 3%% i 
the prior rates, 


Philip F. Hodes President 
National Life’s G. A. Ass’n 


PHILIP F. HODES 


Philip F. Hodes of New York City was 
elected president of National Life of 
Vermont’s General Agents Association 
at its annual meeting in Montreal July 
10-13. He succeeds H. F. Johnson of 
Chicago. Joseph R. Blum of Omaha, 
Neb., was elected vice president and 
Howard M. Goodwin of Bangor, Me., 
secretary-treasurer. 

In addition to Messrs. Hodes, Blum 
and Goodwin, the Association’s new ex- 
ecutive committee includes William J. 
Cooper, Louisville; William B. Richard- 
son, Roanoke; Harold Smyth, Hartford; 
and Mr. Johnson. 

The President’s Trophy for the best 
all-around agency went to Harold T. 
Dillon of Atlanta. Plaques for agencies 
ranking in second, third and fourth places 
were presented, respectively, to Glen A. 
Holden, Portland, Ore.; Bradford D. 
Haseltine, Cig. Cleveland ; and Philip 
F, Hodes, New York City. 
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Company President Spent 40 Months 


As Prisoner in Japanese Camps 


Continental Life and Accident of 
Boise, Idaho, which was established in 
1943, is expanding its operations. Last 
year it established offices in Seattle, 
Spokane, Vancouver and Yakima_ in 
Washington and this year it is doing 
business in Oregon, with operation even- 
tually to include principal cities in that 
state. 

One of the interesting facts about this 
company is the colorful career of its 
President, Robert E. Cecil, CLU, who 
spent 40 months in a Japanese prison 
camp. A graduate in 1929 of Stanford 
University Graduate School of Business, 
Mr. Cecil spent a year in the import- 
export business in the Philippines be- 
fore entering the insurance business in 
1930 as assistant manager of the Manila 
office, West Coast Life, San Francisco. 
Five years later he became manager 
and responsible for directing both of- 
fices and field activities for that com- 
pany throughout the Philippine Islands. 

With the threat of war in the Far 
East, Mr. Cecil sent his wife and chil- 
dren home to the United States in 
October, 1941. He remained at Manila 
discharging his business responsibilities 
until taken prisoner by the Japanese in 
January, 1942. During his 40 months as 
a prisoner in the Santo Tomas and Los 
Banos internment camps Mr. Cecil acted 
as a member of the seven man execu- 
tive committee that the Japanese per- 
mitted to direct all camp and prisoner 
functions, 

After his liberation from the intern- 
ment camps in April, 1945 Mr. Cecil, 
returning to the United States for home 
leave and physical rehabilitation, was 
appointed manager of the Los Angeles 
branch office of West Coast in Feb- 
ruary, 1946. After being promoted to 
superintendent of agencies in Southern 
California and Arizona in 1950 the com- 
pany transferred him two years later 
to West Coast’s home office to direct 
field training and other agency building 
activities. His title when he accepted 
the presidency of ‘Continental Life and 
Accident was manager of agencies of 
West Coast Life. 

While in Southern California Mr. Ce- 
cil was a director or officer of Los Angeles 
Life Managers Association, Los Angeles 
Life Underwriters Association, Ameri- 
can Society of CLU and the Vestry of 
St. Peter’s Episcopal Church. 

Mr. and Mrs- Cecil have four chil- 
dren: Suzita, Robert, Stefani and Rika. 
Suzita is the wife of Clark G. Myers, 
former naval lieutenant and communica- 
tions specialist who is working as a 
civilian for the Department of Army, 
assigned to Munich. He was graduated 
with honors from Princeton and went di- 
or into the Korean War from 

OTC. Mr. and Mrs. Mvers and their 
oe children expect to be home on leave 
in September. 

Robert. who went to Annapolis un- 
der appointment from Secretary of the 
Navy, was the youngest midshipman in 
the class of ’56; made straight “A” 
grades; was captain of varsity swim- 
ming team; commander of color com- 
pany and winner of Forrestal Trophy 
for outstanding leadership. Two days 
after graduation he married Beverley 
Douglas, who was color girl for the 
56 commencement exercises at the Aca- 
demy. Commissioned as 2nd lieutenant 
in the Air Force he stood at the top 
of his class in each of three flight schools 
he attended. Recently returned from 
duty in Spain with his tactical fighter 
squadron he is now stationed at George 
Air Force Base in California, but ex- 
nects to leave the service and enter 
Harvard School of Business in Septem- 
ber. 

Stefani, 19, is a senior at Stanford, 
where she is majoring in Russian. Rika 
is: 12. 

The Continental Life and Accident on 


Ansear 


CECIL 


ROBERT E. 


December 31, 1959 had $37,500,000 in- 
surance in force. It purchased the four- 
story Yates Building in downtown Boise 
to acquire more central office space 
for the company’s expansion. The build- 
ing was remodeled extensively and re- 
named the Continental Building and 
the company moved into its new offices 
this summer. 





Union Central Completes 
Repeater Chimes System 


Union Central Life has just completed 
the installation of the largest single sys- 
tem of repeater chimes stations in the 
United States, according to an announce- 
ment by John A. Lloyd, president. For 
three and one-half years the music of 
chimes has originated from the tower 
of The Union Central Bui'ding located 
in the heart of downtown Cincinnati. 
Now amplifying sub-stations have been 
placed in seven suburbs dotting the seven 
hills of Greater Cincinnati. 

The chimes are played by tape and 
record on an electronics system located 
in the main building of The Union 
Central Life and are connected by leased 
telephone lines to the suburban stations. 
Simultaneously throughout the city at 
9:00 a.m., 12:00 noon, and 5:00 p.m., the 
chimes announce the hour and play two 
musical selections, These are usually 
hymns but the program is varied and 
special numbers are played for an ap- 
propriate observation or occasion. On 
holidays patriotic music is featured; at 
Easter, Easter music is n'ayed through- 
out Easter week; Jewish hymns are 
played on appropriate Jewish holy days; 
and on the occasions of music festivals, 
symphony, or summer opera familiar 
melodies associated with these musical 
events are featured. 

Announcement of the extension of the 
service was made in the Cincinnati and 
various suburban newspapers. Mr. 
Lloyd stated that already letters and 
phone calls were being received at the 
Union Central from residents exnressing 
appreciation and enjoyment of this new 
service. 





MONUMENTAL LIFE DIRECTOR 


John E. Motz, executive vice president 
and director of the Mercantile-Safe De- 
posit and Trust Co., has been elected 
to the board of Monumental Life of 
Baltimore. He fills the vacancy left by 
the death of Fred G. Boyce, Jr., who 
was chairman of the bank with which 
Mr. Motz is associated. 
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John Hancock In Force 
Passes $25 Billion Mark 


The John Hancock recently passed the 
$25 billion mark in total insurance in 
force. Aggregate sales of new paid-for 
life insurance during the first six months 
of the year were about the same as in 
the first half of 1959 and 1958, amount- 
ing to slightly more than $14 billion 
in all three years. 

The 1960 figure of $1,558,900,000 rep- 
resented a 1% increase, or $15 million, 
over sales in the same period of 1959. 

The period was featured by an in- 
crease of 93% in the sale of monthly 


debit Ordinary insurance. Total sales 
in that line amounted to some $438 
million, as compared with $401 million 


in the first half of 1959. The latter 
figure represented a spectacular 40.6% 
increase over monthly debit Ordinary 
sales in 1958. 

Total Ordinary sales during the first 
six months of 1960 amounted to $1,- 
166, 500,000, as compared with $1,092,500,- 
000 in the corresponding period of 1959, 
an increase of 6.8%. 

Group insurance sales of $288% mil- 
lion were 15.4% lower than in the same 
period of 1959, and sales of weekly 
premium insurance of $103 million were 
5.6% short of the 1959 figure. 





Arch Booth NALU Speaker 


One of the country’s best-known and 
most influential business leaders will be 
a featured speaker at the 1960 annual 
convention of The National Association 
of Life Underwriters, to be held in 
Washington, D. C., September 11-16. He 
is Arch N. Booth, executive vice presi- 
dent of the Chamber of Commerce of 
the United States the largest voluntary 
organization of businessmen in the 
world. 

Mr. Booth will join two previously- 
announced speakers—Gov. Cecil H. Under- 
wood of West Virginia, and Philip F. 
Howerton, general agent for Connecti- 
cut Mutual in Charlotte, N. C. and past 
national moderator of the Presbyterian 
Church—in a symposium on “The Chal- 
lenges of the Sixties.’ September 15. 

Announcement of Mr. Booth’s accept- 
ance of an NALU speaking bid is made 
by William E. North, CLU, chairman of 
the National Association’s committee on 
convention. 
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Occidental Names Knight 


Ontario Branch Manager 


Henry Knight, CLU, has been ap- 
pointed manager of the Hamilton, On- 
tario branch office of Occidental Life of 
California. He goes to Occidental after 
a six-year association with Paul Revere 
Life in Toronto. Prior to that he rep- 
resented Mutual and United Benefit of 
Omaha in Toronto for three years. 

He was born and educated in Vienna, 
Austria and served in the British Army 
for four years. Since 1955 he has served 
on the Toronto advisory counci! of the 
Life Underwriters Association of Can- 
ada. 





National Life Meeting 


(Continued from Page 12) 


The dinner program ended with a hum- 
orous skit presented by Donald C. Black- 
wood and Jackson L, Obley, general 
agent and agent, respectively, of Na- 
tional’s Pittsburgh agency. 

The next day the 600 people attending 
the conference were transported by spe- 
cial train to Montpelier for a day-long 
program in the company’s new home 
office building which has just been com- 
pleted. 

Speakers at the third day’s sessions 
included Eugene M. Thore. vice presi- 
dent and general counsel, Life Insurance 
Association of America, who discussed 
recent developments in Washington af- 
fecting the life insurance industry; Rev- 
erend Norman Rawson, St. James United 
Chureh, Montreal; and L. Douglas 
Meredith, National’s executive vice pres- 
ident, wi10 discussed the past and pres- 
ent records of mutual funds and common 
stocks. 

The conference closed July 17 with 
the company’s traditional Vermont maple 
breakfast. It was featured by a film 
on Hawaii, site of the President’s Club 
1961 conference. 
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E. J. Nouri Installed 
As N. Y. General Agent 


AT NEW ENGLAND LIFE DINNER 


Top Peodeann. of His Agency Given 
Recognition by H. O. Executives; Other 
General Agents Attend 


Edmund J. Nouri, CLU, recently ap- 
pointed general agent of New England 
Life at 200 East 42nd Street, New York, 
was’ ‘in the =<potlight the evening of 
July. 2] at an agency dinner in Hotel 
Plaga, Ns ¥V.e-at which he was formally 
installed in his new position by John 
Barker, Jr., home office vice president. 

The entire office staff, full time agents, 
wivety other general agents of the com- 
pany and home office executives were 
mn hand to pay tribute to Mr. Nouri. 
Vice President Barker said it was his 
first installation of a general agent “in 
a year of firsts” for him. He told Mr. 
Nouri that he had-earned the right to 
join the charmed circle of New Eng- 
land Life general agents, pointed with 
pride to his million dollar production 
record a MDRT life and qualifying 
member and recipient of New England’s 


newest and highest Vanguard award. 
Hé also mentioned that in a single week 
(during February) in 1959 Mr. Nouri 


had written $1 million of business. 
Arthur W. Schmidt, CLU, co-partner 


jin the New York-Schmidt Agency of the 


company, joined Mr. Barker in tribute 
to Ed Nouri. He had been a supervisor 
with the Schmidt Agency from 1954 
until :August, 1958,-when he joined the 
Wheeler H. King Agency as associate 
general- agent. Following Mr. King’s 
sudden illness when it became apparent 
that he might not be able to resume 
his post as general agent, Mr. Nouri 
was put. in charge. Arthur Schmidt 
pointed to his fine job as a supervisor 
and said that while he and his brother, 
Rowetyawere sorry to lose Mr. Nouri, 
they are happy over his promotion and 
“we are sure that we have gained a 
clean competitor.” 


Nouri in Tribute to Wheeler King 


In his response Mr. Nouri said that 
he would do his utmost to live up to 
the traditions of the King Agency. He 
emphasized that “it is on the founda- 
tion laid by Wheeler King that we will 
continue to grow.” More than beating 
records, he said that the men and women 
of the agency are most important to him. 
He acknowledged appreciatively assist- 
ance received from home office execu- 
tives and department heads, from the 
agency staff, saluted Mrs. Nouri for her 
constant encouragement and inspiration, 
and thanked office secretary Gloria B. 
Galardy for her fine job as dinner ar- 
rangements chairman 

With Merton E. Sayles, CLU. home 
office director of agencies, as toastmas- 
ter, other New England Life officials 
at the dinner included James B. Mac- 
Intosh, administrative vice president, 
who extended the best wishes of Chair- 
man George Willard Smith and Presi- 
dent, O. Kelly Anderson; John Barker, 
Ir.,-agency vice president, and Homer 
C. Chaney, second vice president who 
brought greetings from retired Vice 
President George Hunt. Besides Arthur 
W. Schmidt other New England gen- 
eral agents attending were Lambert M. 
Huppeler, Russell W. Corwin and Glenn 


G. Geiger, CLU. Invited but unable to 
attend were David Marks, Jr. and C 
Vernon Bowes 

t 


Recognition to Top Producers 

A pleasing. feature of the evening was 
he recognition paid to top producers 
of the agency: Hall of. Fame plaques 
were presented by Vice President Mac- 
Intosh to the following million dollar 
producers: H. Russell Drowne, Jr., Paul 
S.-Gesswein, Leo P. Mirsky. CLU, Ed- 
mund J. Nouri, CLU, and Charles H. 
Weiss. In turn Vice President Chaney 
presented Life Leaders Association 
plaques to Messrs. Drowne, Gesswein, 
Mirsky and Weiss 

Special recognition was then given to 
Mr. Mirsky by Vice President Barker 





Left to right, Theo P. Beasley, president; Clarence J. Skelton, senior vice presi- 
dent and coordinator of production planning; Robert P. Brady, vice president and 
actuary, reinsurance division; and George R. Jordan, senior vice president in charge 
of the Group department. 


“The Only Way to GROW is GO”— 
that’s the slogan of the Republic Na- 
tional Life of Dallas. At the end of June, 
which was the birthmonth of Theo. P. 
Beasley, president of the company, the 
senior executives reported six 
month figures showing a gain in new 
business of 67% over the first six months 
of 1959. This increase was realized in 


sales 


Appoint George B. Parsons 

George B. Parsons, CLU, has been 
elected assistant vice president, sales 
promotion, of Western Life, Helena, 
Mont., according to R. B. Richardson, 
president. Western Life is an affiliate of 
the St. Paul Fire and Marine, headquar- 
tered in St. Paul. 

Mr. Parsons joined Western in 1958 as 
director of sales promotion. He _ will 
continue to headquarter in St. Paul at 
the parent company’s home office. 

Mr. Parsons is a graduate of the 
University of Minnesota, class of 1947. 
Before joining Western, he held sales 
promotion and advertising positions at 
Minnesota. Bankers Association, and 
Northwestern National Life. 


for qualifying for the company’s Van- 
guard award which signifies member- 
ship in MDRT, New England’s Hall of 
Fame, Leaders Association and the CLU 
designation. In so doing Mr. Barker 
pointed to Mr. Mirsky’s many years 
with the company and his unusual talents 
in the pension trust field. 
Nouri’s Background 

Vice President Barker highspotted Mr. 
Nouri’s insurance career, pointed to his 
ability as linguist, his education abroad 
and at three universities here—Cornell, 
Columbia and Georgetown from which 
he was graduated. His life insurance ca- 
reer started with the Home Life of New 
York in 1948 as a agent. After his four 
years with New York-Schmidt Agency 
as a supervisor he came to the Wheeler 
King Agency in 1958. 

When the United States 
World War II Mr. Nouri joined the 
Middle East section of the Office of 
War Information. As a native of Bag- 
dad, Iraq, his knowledge of conditions 
in that area were invaluable. In Jan- 
uary, 1943, he entered the U. S. Army 
and was assigned to Intelligence posts 
in the China-Burma-India theaters. He 
then became correspondent of the China 
edition of the “Stars & Stripes” in 
Shanghai. Upon discharge from the 
Army he held the rank of master ser- 
geant. His present outside interests are 
cub scouting and amateur dramatics. 


entered 


part as the result of the June produc- 
tion from all divisions, which was in 
excess of the $102 millions written in 
June of 1959, and brought the total of 
new business for the six months to $701,- 
009,172. In addition to the record life 
production, accident and sickness pre- 
mium income for the six months ex- 
ceeded 1959 by 37%. 


June Life Sales Up 7% 

June purchases of life insurance in the 
United States amounted to $6,716,000,000, 
a gain of 7% over a year ago, and the 
largest ever reported for that month. 
Aggregatg purchases for the first six 
months of 1960 were $35,171,000,000, up 
3% from a year ago. These figures were 
reported by the Life Insurance Agency 
Management Association of Hartford. 

Purchases of Ordinary life insurance 
in June were $4,551,000,.000, down 1% 
over June a year ago. The number of 
Ordinary policies bought in June was 
734,000 compared with 743,000 the year 
before. 

Industrial life insurance bought in 
June amounted to $607,000,000, an in- 
crease of 1% from the corresponding 
month last year. 

New Group life insurance amounted to 
$1,558,000,000 in June, an increase of 
48% from June a year ago. These fig- 
ures represent new Groups set up only 
and not additions under Group insur- 
ance contracts already in force. 

In the first six months of this year, 
Ordinary life insurance bought accounted 
for $25,579,000,000, approximately the 
same as last year. Industrial life insur- 
ance purchases represented $3,494.000,- 
000 of this year’s six month total, down 
1% from last year, while new Group 
life insurance amounted to $6,098 000,000, 
an increase of 21% from the first six 
months of last year. 


Promote K. C. Krueger 

Massachusetts Mutual Life has an- 
nounced the promotion of Kenneth C. 
Krueger, presently district Group rep- 
resentative in Milwaukee to district 
Group manager. He will continue to be 
located in Milwaukee and will service 
the Appleton, Madison and Milwaukee 
general agencies in connection with 
Massachusetts Mutual Group po'icies. 

Mr. Krueger, who previously was with 
the company’s Chicago Group office, was 
graduated from the University of Illinois 
and has completed the company’s Group 


department Term and Casualty Sales 
School. 


Patriot Life Announces 


Triple Payment Feature 


Patriot Life of New York has adopted 
a new accidental death benefit provision 
which includes a triple indemnity fea- 
ture for death which occurs by acci- 
dental means while a passenger in or on 
a public conveyance provided by a com- 
mon carrier for passenger service, such 
as an airplane, train, bus, boat, taxi. 


There will be no increase in existing 
premium rates for this automatic protec. 
tion. | In addition, the benefit period 
Patriot’s new accidental death 
Provision has been extended 
65 to age 70, 


for 
benefit 
from age 





New Va. Company In Making 


_ Richmond, Va—A new life insurance 
holding company is beginning to offer 
stock publicly with an eye toward form- 
ing an insurance company later. The 
holding company, First Commonwealth 
Corp. is headed by two men who are 
resigning from Life Insurance Co. of 
Virginia. They are Attis E. Crowe of 
Richmond, second vice president, and 
Aubrey M. Foltz, of Lexington, a re- 
gional director of Life of Virginia agen- 
cies. 

First Commonwealth was chartered 
last spring. Recently, it was given per- 
mission by the State Corporation Com- 
mission to offer stock publicly. The 
first offering wil be 200,000 shares at 
$3 a share. Hathaway Investment Co. 
is the underwriter. 

Until $400,000 is subscribed all money 
will be put into escrow, a spokesman for 
First Commonwealth said yesterday. 
Then the holding company will ask the 
SCC for approval to form an insurance 
company. First Commonwealth has au- 
thorized capital of the million shares 
of common stock with a par value of $1 
a share. 

Other officials are Howard C. Vick, an 
attorney, vice president-general counsel: 
and Gerald L. Lavenstein, a real estate 
company president in Petersburg, sec- 
retary. Mr. Crowe will become presi- 
dent and Mr, Foltz will be vice presi- 
dent. 


Mass. Mutual’s Statement 


On Group Case Commissons 


Massachusetts Mutual Life has re- 
stated its policy as to the payment of 
commissions on Group cases in a bulle- 
tin soon to be released to brokers. Presi- 
dent Leland J. Kalmbach also took a 
strong stand on this subject in his re- 
marks before the company’s recent 
Leaders Club conference. 

The bulletin, which will be distributed 
to some 18,000 brokers, outlines the 
policy as follows: 

1, Massachusetts Mutual does _ not 
quote on a Group insurance case with- 
out including full-scale commissions in 
its cost quotation. 

2. No business, Ordinary or Group, is 
accepted for which the agent of record 
is not to be paid full commissions ac- 
cording to a standard schedule of com- 
missions. 

3. The company has declined substan- 
tial Group insurance business offered on 
2 “non-commission” or “finder’s fee” 
basis. 

4. Massachusetts Mutual is an agen- 
cy company with working contracts 
with more than 2,000 agents and enjoys 
mutually satisfactory business relations 
with hundreds of brokers. 

5. The company welcomes inquiries by 
agents and brokers to clarify Group 
commission arrangements before sales 
negotiations are completed. 

The company points out that this poli- 
cy has been in effect since its entry 
into the Group field in 1946 and that 
every premium dollar for its Group 
life and Group casualty insurance now 
in force (except for Group coverage 


written by the industry as a whole on 
federal employes) has been accepted on 
a firm commission-paying basis. 
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Amer. Illinois Life 

To Start About Aug. 1 
OWNED ENTIRELY BY AGENTS 
New Company Offering Stock Compen- 


sation Plan to All Agents and Brokers 
In Illinois 





Agent-owned American [Illinois Life 
Insurance Co, of Danville, Ill., has com- 
pleted its organization and the first 
stockholders’ meeting held. It is an- 
ticipated that operations will start about 
August 1. 

Well-known Ilinois insurance men 
elected directors of the company in- 
clude Kenneth R. Bentley, Danville; 
Anthony C. Borcich, Riverside; Rich- 
ard T. Christopher, Evanston; Vincent T. 
Filippini, Park Ridge; Louis Fish, Jo‘iet; 
Gerhard C. Krueger, Chicago; Arthur 
F. Priebe, Rockford; George S. Sever- 
ance, Chicago; and Walter C. Swallow, 
Quincy. 

Owned entirely by a number of non- 
affiliated life insurance agents and 
brokers throughout II inois, this company 
has adopted a completely new approach 
to the problem of agent compensation. 
This will be made through the use of 
both commissions and equity shares in 
the company, of its capital stock, thus 
granting the producer the normal im- 
mediate income plus deferred or future 
income in the form of capital gain. 
Further, all brokerage commissions and 
stock rights will be vested and re- 
newals guaranteed in event of death of 
the insured. 

This arrangement, it is felt, wil! en- 
able the company to reduce the cost of 
acquisition to the point where both 
the agent and insured will have many 
benefits. “In addition to competitive 
premium rates, the policies will contain 
the most liberal waiver of premium 
benefits, conversion and settlement pro- 
visions, incontestability clause, and guar- 
anteed insurability privileges,” the 
American Illinois advises. 

All insurance will be non-participating 
and only two plans will be offered—a 
whole life policy and a juvenile paid-up 
at age 65 plan. 

Assurance is given that all brokers 
and agents in Illinois will be eligible 
to participate in the company’s stock- 
compensation plan on a brokerage basis. 





WLRT Slate of Officers 


A slate of candidates for the 1960-61 
executive committee of the Women 
Leaders Round Table of The National 
Association of Life Underwriters has 
been released by the WLRT nominating 
committee. Committee Chairman Helen 
Rupp, The Prudential, Minneapolis, notes 
the following nominations: 

Chairman—Mrs. Helen Millett, Penn 
Mutual, Minneapolis; vice-chairman — 
Mrs. Marion Gilmore, John Hancock, 
Albany; executive committee members 
—Mrs. Hazel Shafer, CLU, Equitable 
Society, Roanoke; and Mrs. Norma Aus- 
tin, Pension Funds Co., Detroit. 

Election of the new executive com- 
mittee will take place at the WLRT 
annual business meeting at 9 p.m., Sun- 
day, September 11, in the Statler Hotel 
in the Nation’s Capital. 

WLRT Chairman Arlene Weitzel, 
CLU, New York Life, Burlington, Vt., 
calls attention to the fact that the 
WLRT By-Laws provide for additional 
nominations “made by written petition 
signed by at least 20% of the member- 
ship, provided such nominations are re- 
ceived by the chairman prior to the 
annual meeting. .. .” 

rs. Weitzel also notes that mem- 
bership in the 1960 WLRT reached an 
all-time high of 302. Of this number, 
11 qualified for the 1960 Million Dollar 
Round Table and 135 attained the 1960 
National Quality Award. 

The WLRT business meeting will be 
preceded by the traditional WLRT “Sell- 
arama,” an early feature of the Sep- 
tember 11-16 annual convention of The 
National Association of Life Underwrit- 
ers, 


Associates Life Record 

Associates Life Insurance Co., Indian- 
apolis, reports that June was the biggest 
month in the history of the company for 
new business. New individual life insur- 
ance applied for in the month of June 
was $1,033,C00 and new annualized acci- 
dent and sickness premiums on_ indi- 
vidual basis was $56,226. This was more 
than three times that of June, 1959 and 


more than 14 times that of June, 1956 
which was the first year of operation 
under present management. 








Union Labor Director 

Edmund P. Tobin, president of Union 
Labor Life announced the election of 
Willard C. Butcher to the company’s 
board of directors. Mr. Butcher a vice 
president of Chase-Manhattan Bank was 
graduated from Brown University in 
1947 and is a member of Phi Beta Kappa. 

Mr. Butcher’s election fills the vacancy 
on the ULLICO board of directors that 


has existed since the death of the late 
Fred M. Gehle who was also a Chase- 
Manhattan vice president. 











“‘Back at Mount Vernon’’ 


In 1758 George Washington returned to Mount Vernon after serving 
in the French and Indian War. The following year he married Mrs. 
Martha Custis, an attractive widow, becoming the guardian of her 
two children whose companionship he greatly enjoyed, 


This reproduction is one in a series of eleven original oil 

paintings by Walter Haskell Hinton which portray 
little-known events in the life of our Country’s first 
president, George Washington. 
A booklet containing full-color reproduction of all 
eleven paintings is available upon request. In addi- 
tion, we hope you will visit us and view the original 
paintings which hang in our Home Office Gallery. 


Washington National 
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Agency Secretary Retires 





MAURICE R. PERRY 


Maurice R. Perry, agency secretary of 
Phoenix Mutual Life began his retire- 
ment July 15, after completing 29 years 
of service. 

A graduate of Harvard University, Mr. 
Perry served for a time in the faculty 
of Choate School and had ten years’ 
experience in the manufacturing field, 
before joining Phoenix Mutual as a 
sales representative in 1931. In 1935 he 
was transferred to the home office and 
made supervisor of sales training. Ad- 
vancing to educationa. director in 1939, 
he was placed in direct charge of the 
company’s sales training program. 








Artrose Life Agency Names 
Amster Assoc. General Agent 


ADOLPH AMSTER 
Adolph “Buddy” Amster has been 
appointed associate general agent of 


the Artrose Life Agency, Inc., accord- 
ing to an announcement by Arthur 
Rosenberg, president. This agency, 
which represents the Eastern Life of 
New York, is an afhliate of the Kaye 
Agency, of which Mr. Rosenberg is also 
president. 


Mr. Amster was formerly a general 
agent of Noztheastern Life of Mount 
Vernon. He started his insurance ca- 


reer in 1949 as a full-time agent of the 
Equitable Society, shortly thereafter be- 


coming an assistant agency manager 
with Vera Sundelson. Then, from 1953 
to 1958 he was a unit manager in the 
Myron M. Cohen Agency of the So- 


ciety and produced a substantial volume, 
especially among insurance brokers. 

During World War II, Mr. Amster 
served as an Infantry captain in the 
European theater. 
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INSURANCE GOAL 


ATTAINED 


A LIFE 


Early life insurance policies were al- 
their 


most as notable for exemptions 


as their benefits and an applicant who 


had a history of illness was classified 
among the uninsurable For a long 
time the aim of the life insurance indus- 
try has been to make life insurance 


protection available to everyone and this 


has now been practically achieved 

100 
applications for Ordinary life insurance 
reason of the 
habits 
according to the 
The 


insurance 


Today only about 3 out of every 
not accepted by 
health, 
medical history, 


Life 


are ap- 


plicant’s occupation, or 
family 
Institute of Insurance. ratio 
of those 


creases 


accepted for life in- 
when the 


Industrial 


large numbers of 


Group and policies are in- 
cluded 

An estimated 600,000 Ordinary policies 
for than $3,000,000,000 
last year to persons who would have been 


fifty 


more were issued 


turned down for life insurance 


years ago when far more rigid stand- 


ards resulted in three to four times as 


many policy applications being declined 


Some companies have recently an- 
nounced that they will accept policy ap- 
impairments representing 
risk, the 
this, the 


times standard 


with 
the 


plicants 


ten times normal Institute 


reported, Prior to insurability 


maximum had been five 


At the 


liberalized their occupational considera- 


same time most companies have 


tion to the point that only one job 
classification remains totally uninsurable 
experimental jet aircraft pilots. Moral 
risks continue to be considered on an 
individual basis but as a group, con- 
victed criminals or racketeers are unin- 


surable 
Re-adjustment of medical standards by 


liieé companies has, for example, opened 


depending individual 
the 


certain 


up insurability, on 


considerations, to millions of dia- 


betics, those with heart impair- 


ments, and practically all expectant moth- 
ers. Further advances in medical under- 
enable 


coronary 


writing who have 
had a 


some persons 
for 
attack 
However, 


occlusion to qualify 


life insurance one year after the 


They were once uninsurable 


heart disease remains the major reason 


for uninsurability, accounting for more 


than one-half of annual rejections of all 
types. Persons who have been 
fully 


purchase life insurance, 


success- 


treated for cancer, once unable to 


are accepted, in 
some cases, for life insurance four years 


later, a one year reduction over the re- 
cent waiting period. Applicants with a 
past 


rested, 


history of tuberculosis now ar- 


who were once uninsurable, are 
today accepted at extra rates and in some 


cases at standard rates. 

Today, a fraction of 1% of life insur- 
ance applicants are turned down because 
of their hazardous occupations and the 
list of jobs in the extra-risk classification 


is dwindling rapidly. The great im- 
provements in industrial safety and pre- 
ventive medicine have all but removed 


occupations as a main factor in determin- 
ing insurability, the Institute. It 
that 
the hazardous job 


said 


is predicted by some underwriters 


within five years time, 


classification will no longer be a con- 


sideration and with all other factors fav- 


orable, life insurance will be issued at 
standard rates. 
Underwriting rules and_ restrictions 


vary from company to company and the 


companies continuously checking their 
all health and 
good mortality 
the life 
elim'nate 
the 


are 
experience in 
When 


it possible, 


job cate- 
gories, 
make 


general 


findings 
companies in 
reduce or extra-pre- 


mium charges or insure once unin- 


surable. 


Samuel Latour, senior review appraiser 
in Equitable Life Assurance Society's 
residential mortgage department, has re- 
tired after 47 years with the company. 
A native of Brooklyn, Mr. Latour first 
became associated with The Equitable 


as an se boy with the company’s 
former law firm, Alexander & Green, in 
1910. He became an Equitable employe 


in 1913, a year before his graduation from 
Brooklyn’s Commercial High School, and 
served with the Army in France during 
World War I. 

Mr. Latour spent his entire Equitable 
career in the company’s mortgage de- 
partment. During the Thirties, he was 
active, under Vice President Robert O. 
3rown, on Equitable’s “Relief Commit- 
tee” which was successful in helping 
many of the company’s mortgagees to 
save their homes during the depression. 


GLENN 


PARKIN 





Glenn Parkin has been appointed as- 
sistant vice president and insurance su- 
Mon- 


rovia, Liberia, it is announced by George 


pervisor of the Liberian Trust Co., 


Olmsted, 


The Liberian 
subsidiary of the 


ea 


Company 
International 


president of the International 
Bank, Washington, D. 


Trust is a 


Bank, 
and leading writer of fire and casualty in- 


surance in Liberia with facilities for 
placement of insurance in the United 
States and England. For the past ten 
years Mr. Parkin has been associated 
as a fieldman at the Springfield, IIl., 
branch of the Hawkeye-Security In- 


surance Co., an 
General Corporation. 


* * 


affiliate 


* 


of Financial 


Horace W. Brower, Occidental Life of 
elected 


California president, 
: member of the 


National Foundation 
ralysis, Inc.”). 
oa * 


has 


board 


for 


* 


been 


of trustees 
he National Foundation (originally 


Infantile 


of 


“The 


Pa- 


Richard H. Bennett, CLU, Group sales 
vice president of General 


has been elected to 
rectors of Junior 


Mississippi Valley, 
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John W. Woodward has joined the 
production department of Illinois R. B. 
Jones Inc., after three years, Mr. Wood- 
ward has worked in St. Louis, as a spe- 
cial agent traveling the eastern Mis- 
souri and southern Illinois territory for 
the Norwich Scottish Group. Prior to 


that, he was with Reliance Insurance 
Company, and Western Adjustment and 
Inspection Company. 


e+ er ¢ 

Robert L. Howard has been promoted 
to personal lines sales manager of the 
Hartford office of the American Mutual 


Liability. He joined the company in 
1957 as a salesman in Hartford. A vet- 
eran of three years service in the Air 
Force, Mr. Howard attended Hillyer 


College and presently is studying at the 
University of Connecticut. 


* * x 

Thomas E. Lovejoy, Jr., president, 
Manhattan Life, recently served as a 
teacher at the School of Mortgage Bank- 
ing held at Northwestern University’s 
Chicago Campus. Mr. Lovejoy’s subject 
was “Inside an Investor’s Office.” Follow- 
ing his talk, there was a_ period for 
students’ questions. 

k * x 


Michael J. 
ident, Union 
serving as a 


Denda, resident vice pres- 
Mutual Life, New York, i 
representative of a Brook- 
lyn Insurance Industry Committee to 
raise funds for the Industrial Home for 
the Blind. The IHB is recognized as one 
of the leading agencies in work with the 
blind in the entire world and is the old- 
est service agency for the; adult blind 
in New York State. Motto of [HB is 
“Helping the Blind to Help Themselves.” 
* * * 


Lester J. Bradshaw, president of the 
Berkeley-Bradshaw agency of White 
Plains, N. Y., and the Brad-Shaw Agen- 
cy in New York City, attended the Re- 
publican National Convention at Chi- 
cago. Mr. Bradshaw is assistant to 
Leonard W. Hall, campaign manager for 


Vice President Richard M. Nixon. He 
was accompanied by Mrs. Bradshaw. 
* * x 


George P. Sampson, Washington, D. C., 
general agent for Manhattan Life, 
was recently installed as president of the 
Rock Creek Lions Club at a dinner at 
the Army-Navy ‘Club. Mr. Sampson has 
long been active in Lions Club work. 
He served on the board for the last two 
years, 


nch delegation which visited the 





John Hancock Mutual Life last week to study the company’s electronic computer 
installations are shown with Vice Presidents Robert E. Slater (left) and Gerhard 
D. Bleicken (extreme right). 


French Vice Counsul 


doux and Mark Liret, 


They 
Boston, Gerard Bavin, 
Parisian management consu!tants. 


are 


left to right) Gaston Leclerc, 
3onnafy, Cabinet G. Plain- 


(center, 
Henri 
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Counsel Ward of N. Y. Department 


Peter Ward, professor of law at Cor- 
nell Law School, who has joined the 
New York State Insurance Department 
as its counsel, is making his headquar- 
ters in the Department’s offices at 123 
William Street. 

Born in Buffalo, he is married and 
has one son. Member of a family of 
lawyers and jurists, Mr. Ward’s father 


and grandfather both served as At- 
torneys General of New York State. 
His brother, Hamilton Ward, is now 


a member of the New 
Court, and another ‘brother is an attor- 
ney in Buffalo. His memberships in 
organizations include the New York 
State and Tompkins County Bar Asso- 
ciations, Order of the Coif, Sons of the 
American Revolution, and the Ithaca 
Assemblies. He has also been a mem- 
ber of the Buffalo Executives Associa- 
tion of which he was president in 1950. 

After coming to Cornell in the fall 
of 1951 as an associate professor, Mr. 
Ward was promoted to full professor in 
1955. A specialist in insurance and tort 
law, he taught at the University of Texas 
School of Law in 1958 as a visiting pro- 
fessor. 

Previously a partner in the law firm 
of Ward and Ward, Buffalo, he engaged 
in general practice involving litigation 
and corporate work from 1939 to 1951, 
except for four years’ commissioned 
Army service in the (Pacific and Euro- 
pean theaters in World War II from 
which he emerged a major. His practice 
of law since joining the Cornell faculty 
has been limited to private special coun- 
sel work in the local and international 
fields. 

In connection with the Association of 
American Law Schools, Professor Ward 
has been instrumental in organizing a 
number of legal round-tables, and has 
been advising on the establishment of a 
round-table on insurance. 

Mr. Ward has been a contributor of 
articles, comments and book reviews to 
leading legal publications. He is author 
of “Tort Problems of Loss Distribution” 
(1958), the tort casebook now in use 
at Cornell Law School. His contribu- 
tions to law journals include articles 
analyzing and contrasting automobile 
uninsured motorists’ funds in operation 
in various states. 

Professor Ward in 1957 studied higher 
education in Liberia at the request of 
that country’s President, and was dec- 
orated with the Order of the Star of 
Africa following the submission of his 
report. He holds an LL.B. from Cor- 
nell, an A.B. from Harvard, and is a 
graduate of Culver Military Academy. 

* * x 


York Supreme 


Nationalizing Ceylon Insurance 


Mrs. Sirimavo Bandaranaike, the new 
premier of Ceylon and minister of 
finance, said at her first press conference 
that one of her first official actions will 
be to nationalize all of the life insurance 
business in her country, Her husband was 
assassinated and she recently led the 
Freedom party to an overwhelming vic- 
tory. 














The Twichell Family of Syracuse 
Family 
Agency of 
H., and 
B. and 
cently at a luncheon 
National Fire. The 
the agency’s 25th anniversary as 
resentative of that company. The 
chell 


members of the Twichell 
father, 


Lewis 


Syracuse, Clarence 


three sons, F., George 
honored re- 
Pacific 


marked 


Thomas D., were 
given by 
occasion 
rep- 
Twi- 


agency this year completes 34 
years as a general insurance agency 
handling all types of policies for in- 


dividuals and businesses. 

Clarence H. Twichell began his in- 
surance career in 1919 as_ personnel 
director of the National Surety Co. in 


New York City. In 1921 he went to 
Syracuse as manager of their new 
branch office there. Five years later 


he went in business for himself as gen- 
eral agent for the National Surety and 
with representation of other fire and 
casualty companies. Most of the com- 
panies represented by the Twichell 
Agency have been associated with it for 
many years. In addition to the National 
Surety, it is general agent for North 
River and Indemnity Insurance Co. of 
North America. It also represents the 
Merchants Fire, Firemen’s of Newark, 
Monarch, Pacific National, Merchants 
& Manufacturers, Republic of Texas, 
Northern of New York and the Ex- 
celsior of Syracuse. 

From the beginning of his agency Mr. 
Twichell has devoted a substantial part 
of his time to pence deed: seryice. He 
has served as president of Crouse Irving 
Hospital and has held directorships in 
the Community Chest, YMCA, Salvation 


THE TWICHELL FAMILY: 
B. and Thomas D. 


Left to Right: 


Army and Boy Scouts of America. 

In his business Mr. Twichell has been 
intimately involved with the development 
of the Greater Syracuse area. He has 
been actively associated with the Syra- 
cuse Builders Exchange as a past di- 
rector and past treasurer. He also is 
a past director of Syracuse Chamber of 
Commerce. His agency has writter com- 
pletion bonds on many of the cities 
large public and private buildings. 

He also is active in Republican poli- 
tics in the county. 

Three of Mr. Twichell’s sons are 
members of the agency and are follow- 
ing their father’s precept of community 
service as the citizen’s obligation. 

Lewis F., vice president of the agen- 
cy, graduated from Colgate University 
in 1942, served four years as a Pacific 
Theater Infantryman in World War II 
and took special insurance courses at 
Syracuse University before joining the 
firm in 1946. He is a trustee of the 
Village of Fayetteville and active in 
Veterans’ and Kiwanis affairs. He is 
vice president of Insurance Agents’ As- 
sociation of Onondaga County and a 
committeeman in his local election dis- 
trict. Like his brothers, he works for 
the United Fund Campaign each year. 

George, also a Colgate University 
graduate, joined the agency in 1953, fol- 
lowing two years specialized training 
and experience as a casualty underwrit- 
er for the National Surety Corporation 


in its St. Louis office. He is an Army 
veteran, active in Scouting, Junior 
Chamber of Commerce and the Junior 
Builders’ Exchange, and is vice presi- 
dent of his Optimist Club. 

Thomas D. cme to the Twichell Agen- 


cy in 1955 following his graduation from 
Harpur College and service in Korea. 
He is secretary of the Junior Builders’ 
Exchange, president of the Manlius 
Young Republican Club and Treasurer 
of the Fremont Lions Club. His other 
interests include ‘Community Chest 
campaigning, YMCA, and the Fremont 
Taxpayers Association. In the agency, 
Thomas specializes in Accident and 
Health and life insurance. 

Asked to name his ‘best remembered 
activity, Clarence Twiche!l names the 
time, early in World War II, when he 
helped originate the Community Coun- 
cils which now provide leadership for 
recreational and social welfare services 
in 44 Onondaga County Communities. 

In addition to his work for the com- 
munity at large, Mr. Twichell serves as 
a director of the Syracuse Governmental 
Research Bureau. 

“Any businessman owes a lot of his 
time and effort to the community which 
gives him a living and a home,” he states. 
“It’s good business to be active in com- 
munity affairs, but more than that it’s 
good for the soul.” 





Lewis F., Clarence H., George 
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PETER WARD 


Drop Hotel Zeckendorf 

The mystery of why a block-long lot 
at Avenue of the Americas between 
Fifty-first and  Fifty-second Streets 
New York City, has remained nothing 
but a hole in the ground while the giant 
skyscrapers of the Equitable Life As- 
surance Society and Time & Life build- 
ings have been erected across the street, 
was solved last week. On the 
lot was to have been built the Zecken- 
dorf Hotel which would have had 2,000 
rooms and was to be named after Wil- 
liam Zeckendorf, president of Webb & 
Knapp, Inc. 

Daily papers say there has been a 
slow-up of financing which finally re- 
sulted in a change of plans. The change 
is that Webb & Knapp have discarded 
the plan to build the wee and instead 
have sold the site to > Uris Building 
Corporation, now ~ th “York's largest 
builder of office space, which will con- 
struct on the site a 42-story office build- 
ing. Webb & Knapp, Inc., will realize 
$8,500,000 by disposing of the hotel site. 

For some months contacts have been 
made for Zeckendorf by Claude Philippe 
with insurance companies seeking book- 
ings at the proposed Zeckendorf Hotel 
for conventions and other large gather- 
ings. Philippe, who had succeeded “Os- 
car of the Waldorf,” retired from that 
hotel and joined Zeckendorf. 

It is the practice of 
companies to book 
times years before these large meetings 
take place, a necessity because it is 
extremely difficult to arrange for a large 
convention in a short period. Philippe, 
as a Waldorf executive, had booked many 
of the largest insurance industry organ- 
izations and many insurance companies 
over the years. No information has been 
given by Webb & Knapp as to how 
many insurance c mpanies had con 
tracted with Zeckendorf for conventions 
at the proposed hotel in Avenue of the 
Americas (formerly called Sixth Ave- 
nue) but Philippe had some success in 
this solicitation. 

The financial 


vacant 


large insurance 
conventions some- 


arrangements for the 


Zeckendorf Hotel from its planning to 
its demise, became very complicated 
According to New York Times Webb 


& Knapp acquired the site, two acres, in 
1959, sold the site to The Prudential 
for $17,500,000 and took back a 99-year 
lease at a starting rental of $1,150,000 
a year. At the beginning Webb & Knapp 
estimated the hotel would cost $66 mil- 
lion, but early tis year the projected 
cost had risen to almost $80 million 
Zeckendorf began seeking a solution of 
the financial problem. Work on the con- 
struction was suspended and negotiations 
were begun with the Hilton and Sheraton 
hotel interests so another organization 
could take over the construction, but the 
(Continued on Page 21) 
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New Reinsurance Co. 
Formed in Daytona, Fla. 


AMERICANA BROKERAGE, INC. 
R. J. Scheld, C. L. Manus Are its Top 
Officers; Fire-Inland Marine 
Facilities Availab!e 


Americana Beckers we. Inc., with head- 
juarters at 205-207 Seabreeze Blvd., 
Daytona Beach, Fla., commenced bust- 


July 1. The firm offers retmsur- 


ness on 


surance facilities on fire and inland 
marine lines with nationwide binding 
authority through a_ faculatative rein- 


surance pool, R. W. Scheld, president, 


and Clifford L. Manus, executive vice 
president and chairman of the board, 
will direct the operations of the new 
company. 

Mr. Scheld, formerly secretary and 
comptroller of the Security Group of 
New Haven, Conn., has had 13 years of 
comprehensiv« experience in insurance 
ccounting, statistical, reinsurance, claims 


functions. He is a 
College, in Hart- 
majored in accounting. 
attended the University of Con- 
necticut Insurance School where he 
studied insurance law 

Mr. Manus was formerly associated 
in an executive capacity with U. S. & 
Foreign Management, Ltd... New York 
reinsurance brokerage firm. He is pres- 
ident of the Americana Crop Hail Pool, 
Inc., and will continue to serve in that 
He has been identified with all 
hail business for nearly 
\mericana Crop Hail 
, has headquarters at the same 
Americana Brokerage, Inc. 


and underwriting 
graduate of Hiilyer 
ford, where he 
He also 


capacity 
phases of the crop 
24 years. The 
= 

Pool, Inc 


ildress as 


Auto-Owners’ Assets Up 
To $50 Million on June 30 


Assets of Auto-Owners of Lansing 
lave passed the $50,000,000 mark as of 
June JO, it is announced by William C. 
Searl, president. This is an increase of 
$3,745,000 since last December 31. 


1916 by the late V. V. 
Auto-Owners reached the 
million-do assets mark in 1927, the 
$10,000,000 adie in 1947, and by the 
end of 1958 the assets figure was $43,- 
62 /; 7.000 

Tl ue 


writes 


( ponies in 


Moulton, the 


carrier is 
substantial 


now multiple line and 
volume of fire, and 
extended coverages, workmen’s compen- 
sation, general casualty, inland marine 
and bond business, in addition to its 
original automobile business. It oper- 
1,373 agents in 14 states. 


E. J. GARRISON 
Royal-Globe State Pony in New Bruns- 
wick, N. J. Designated “Fieldman of 

The Year” in 1959 
Edward J. Garrison, state 
the Royal-Globe Insurance 


ates through 


DIES 


agent for 
Group at 


New Brunswick, N. J., died suddenly 
on July 19, at his home in Short Hills, 
N. J. He had been with the Group 
for more than 25 years. 

He was named New Jersey “fieldman 
i the year” by Royal Globe in 1959 and 
was the first company man in New Jersey 

be awarded the “Big I” pin by the 
Middlesex County Agents Association 
for loyalty and interest in independent 
agency affairs. He was a member of 


the New Jersey Fieldmen’s Association 
and a veteran of World War II. 

He is survived by his wife, 
Catherine Preston Garrison; a 

Mrs. Robert Cullen of Short Hills 
two step-sons, George V. Drew 
Robert P. Drew. 


Mrs. 
sister, 
and 
and 


Nelson Promoted to 
See’y by America Fore 


HEADS MIDWEST LOSS DEPT. 


Adjusting Facilities Consolidated There; 
Thompson Named Ass’t Secretary; 
Horan Retired July 1 

The loss adjusting facilities of Ameri- 
ca Fore Loyalty Group for the midwest 
states at Chicago have been consolidated 
into a single department under the su- 
pervision of Secretary Axel H. Nelson, 
who has been in charge of the America 





AXEL NELSON 
Fore fire companies’ loss department 
there. William B. Rearden, chairman 
of the Loyalty Group companies, has 


announced Mr. Nelson’s appointment to 
secretary of the four domestic Loyalty 
Group companies. 

William D. Thompson, an assistant 
secretary of the America Fore com- 
panies, who is Mr. Nelson’s first ,assist- 
ant, will serve in the same Capacity 
in the consolidated department. His 
appointment as assistant secretary of 
the domestic Loyalty Group companies 
was also announced. 

Loyalty Group’s fire losses heretefere 
were under the supervision of ‘Willram 
J. Horan, secretary, who retired July 
1 under the group’s retirement plan. 


Careers of Nelson and Thompson 


Mr. Nelson, a 35-year veteran with 
America Fore, has been in the loss 
department since 1931. Previously he 
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JONH KEAN, JR. PROMOTED 


National of Hartford Names Him Resi- 
dent V. P. at N. Y. Metropolitan Office; 
Suceseds W. L. Bellmer, Retiring 
The promotion of John Kean, Jr. 
resident vice president in charge of Na- 
tional of Hartford Group’s New York 
metropolitan office is announced by E. 
H. Clarkson, president. He succeeds 
Vice President W. L. Bellmer who will 
retire: August 31 after 35 years of serv- 

ice. 

A native New Yorker and Seton Hall 
University graduate, Mr. Kean joined 
the Nats am-4952.as an ocean marine 
undegugmter “ait its “heme office. He had 
previously had extensive insurance ex- 
perience with other organizations. In 
1957 he was assigned to the New York 
office as marine manager and two years 
later was named assistant manager. 

Office Manager R. H. Parker, Marine 
Supervisor J. L. Schmidt and Special 
Agent V. K. Haak will assist Mr. Kean. 

Mr. Bellmer, native New Yorker, has 
been affiliated with the National since 
1925. He was elected an officer of the 
companies. im 1990 amdeine195h.was named 


= vice’ president-and placedin charge. of 


the New York metropolitan offites-Dur- 
ing the past nine years he has taken an 
active part in insurance affairs of the 
New York City area. 





Peter J. Hucke Dies 


Peter J. Hucke, fire department man- 
ager in O’Brien & O’Brien, Inc., New 
York agency, died recently after a short 
illness while on a Cape Cod vacation. 
He had over 40 years in the insurance 
business, all spent in the William Street 
section. At one time he was local man- 
ager of The London Assurance. 

Known to and popular with many in- 
surance ‘brokers, Mr. Hucke was a long- 
time member ‘of Insurance Post 1081, 
American Legion, and of the Insuvaate 
acs Club. 





served in various capacities in the 
group’s farm department. He was made 
general adjuster in 1952 and in 1955 
was appointed a secretary of the three 
America Fore fire companies. 

Mr. Nelson, a past president of the 
Western Association, is a mem- 
ber of the Illinois Pond of Blue Goose. 
During World War Tl he served with 
the Army in the ETO and was awarded 


Loss 


the Bronze Star and Freneh'"Croix de 
Guerre. 

Mr. Thompson began his insurance 
career in 1938 with a local agency in 


his mative Kentucky and joined America 
Fore in 1947 as a staff_ adjuster at Bow!l- 
ing Green. He became assistant gen- 
eral adjuster in the western loss depart- 
ment at Chicago in 1951 and general 
adjuster in 1955. He was appointed an 
assistant secretary of the America Fore 
fire companies last December. 

A graduate of University of Ken- 
tucky in 1934, he is a member of the 
Blue Goose and the Masonic Order. 
During World War II he served with 
the Army in Europe and received the 
He was 


Silver Star and Purple Heart. 
separated in 1946 as a major. 
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Gengras Reports $2.55 
A Share After Taxes 


EARNED IN FIRST SIX MONTHS 


Security-Connecticut Group President 
Encouraged by Operating Gain 
and Improved Results 


E. Clayton Gengras, president-treasurer 
of the Security-Connecticut Group of 
New Haven, announced this week tat 
operating gain of the group-fer the first 
six months in 1960 was $1,803,907. This 


represents over $4 per common share 





Toho Maley 
E. CLAYTON GENGRAS 


but before 
tax earnings 


after preferred dividends, 
Federal income taxes, with 
approximately $2.25. 

“For the first six months of 1959 we 
had $1.27 after taxes followed by $3 per 
share earned in the last half of the 
year,” stated Mr. Gengras in his midyear 
report to stockholders. “With the fine 
start we have already made in 1960, it is 
the opinion of management that our 
excellent operating results will continue 
so that the last half of 1960 shall surpass 
the $3 earned of last year.” 

Mr. Gengras pointed to combined loss 
and expense ratio of Security-Connec- 
ticut of 90.5% for the first half of 1960 
compared to 95.4% for the full year 1959. 
He also noted: “Much of our optimism is 
due to agency business increases 18.5% 
for our fire and casualty group as com- 
pared with a year ago. 


Founders Operating in Black 


“Founders Insurance Co., purchased 
by Security-Connecticut in January, 1960, 
is now operating in the black and appears 
to have a profitable future. This is 
another bright indication for Security,” 
Mr. Gengras claimed. 

“Our pattern of progress can be seen 
in the Security-Connecticut Life as well. 
We have appointed 49 new general agen- 
cies, bringing our total to 108 offices in 
37 states. This is solid growth bolstered 
with substantial increases in life insur- 
ance in force and premium income.” 


Philip S. Beebe, 72, Dies 


Philip S. Beebe, 72, former Chicago 
insurance executive who had lived in 
Holland, Mich. for several months, died 
recently in Wesley Memorial hospital, 
Chicago. 

Mr. Beebe, served the industry as 
general manager of the western- depart- 
ment of Hartford Fire; president and 
trustee of Cook County Loss Adjust- 
ment Burean, president and director of 
Underwriters Sa'vage ‘Co.; presideat of 
Oil Insurance Co.; Western Underwrit- 
ers Association and as chairman of the 
executive committee of the Western Ac- 
tuarial Bureau. 

Surviving are his widow. Carolyn; one 
son, William, of Holland; two grand- 
children; one brother and two sisters. 











half 
cont 
high 
corp 


“A 
enth 
are 
try’s 
titud 
thin; 
perie 
erall 





“ago 
| in 
died 
ital, 





July 29, 1960 








Page 19 





Latest Study of the Valued Line Sees 
Fire-Casualty Cos. in Upward Cycle 


“The seesaw qualities inherent in re- 
ported underwriting profits are drama- 
tized by the fact that the average an- 
nual industry-wide variation in those 
profits has exceeded 50% for 15 times 
in the past 20 years,” says The Value 
Line Investment Survey, published and 
copyrighted by Arno!d Bernhard & Co., 
Inc., New York. 

In its latest survey The Valued Line 
further observes: “The insurance busi- 


ness is really two businesses. One half 
of the business—the investment and re- 
investment of funds — is as safe and 
stable as the other is variable. The pool 
of capital grows each year, declining 
only in times of unusual underwriting 
stress and/or falling stock prices. 
“By long tradition, dividends are paid 
only from investment income, a typical 
payout being 60% after applicable taxes. 
The rest, s any underwriting profits, 
is plowed Back for the ‘rainy day.’ The 
conservatit®. “payout 
plus the as 
come being 
year, makes if 
alty imsurance 
dend, once. establis! 
the anomaly of a group of stocks with 
a high investment reputation (because 
of their long, unbroken dividend his- 
tories, despite ‘the fact that their under- 
writing operations are very cyclical. 


Underwriting Considerably Improved 


“Underwriting experience has recov- 
ered substantially since the doldrum days 
of 1957, Although the long-term trend 
in loss ratios has been unfavorable, 
cyclical improvement plus substantial 
paring of expenses is fashioning earn- 
ings gains this year.’ 

The Valued Line Survey points out 
that on an adjusted basis the fire-casu- 
alty industry was narrowly in the black 
last year. “The first quarter of 1960 
showed startling further improvement. 
Aggregate loss ratios dropped from 
66.1% to 62.9% Expenses, now under 
the most severe kind of management 
scrutiny, declined from 38.4% to 37.0% of 
premiums written. A real beginning has 
been made here and there on the big- 
gest expense factor of all, agents’ com- 
mussions. 

“Meanwhile—turning to the ‘better 
half’ of the business—investment income 
continues to advance steadily, aided by a 
higher level of interest rates and rising 
corporate dividends. 


Cautiousness Still Prevails 


“As epitomized by the lack of investor 
enthusiasm, however, many observers 
are still cautious concerning the indus- 
try’s prospects. We think such an at- 
titude has some foundation. For one 
thing, April and May underwriting ex- 
perience this year was reported as gen- 
erally disappointing. Year-to-year com- 
parisons will gradually grow less favor- 
able, especially imasmuch as 1959’s first 
quarter was abnormally bad. 

“More importantly, the industry still 
seems far from solving several of its 
most acute merchandising problems. 
Some of the smaller members especial- 
ly are apt to just wring their hands, 
count their capital, and hope for the 
best. In a world of rapid change, even 
a traditionally slow-moving industry 
such as this cannot fall completely asleep 
and successfully compete.” 

In its fire-casualty conclusions The 
Valued Line Survey points out: “We 


policy followed, 
ess of investment in- 







thus moderate our estimates of future 
to ‘take into account 


industry profits 
the long secular uptrend in loss ratios. 
As against an average 4.2% underwriting 
profit margin realized between 1939 and 
1959, it seems conseryative for the in- 
vestor to assume a future environment 
allowing perhaps a 3-4% return. Indi- 
vidual companies of exceptional calibre 


will, no doubt, continue to do far better 
than average as they have in the past.” 


Life Insurance Outlook 


As to the life insurance outlook The 
Valued Line Survey observes: 

“Sales mixes of life insurance com- 
panies differ markedly. Some areas — 
such as Ordinary life insurance and in- 
dividual accident and health— are more 
consistently lucrative than others, such 
as Group insurance and Group accident 
and health. 

“The greatest stimulus to bigger pro- 
fits in the next decade will be interest 
income earned above and beyond the re- 
quired level. Thus, the investor should 
take careful note of how fast the vari- 
ous companies’ gross assets are rising, 
as well as what type of business they 
write.” 


INA Summer Ad Series 


Features Package Policies 


The Insurance Co. of North Ameri- 
ca has launched an all-new series of 
summer ads featuring two of its spe- 
cially tailored “packaged” policies—the 
INA Champion automobile policy and 
the all-inclusive homeowners policy. 

A marked departure from previous 
INA advertising, this campaign began 
July 9 with a two-page bleed spread 
in the “Saturday Evening Post.” The 
four ad series, which will appear in 
the “Post” during July and August, 
consists of two ads devoted to each type 
of insurance coverage. Making effective 
and striking use of stop-motion photog- 
raphy, the black and white series will 
be viewed in the “Post” at a cost of 
approximatey $250,000 

Features and conveniences of the 
“package” policies for both homeowners 
and motorists will be desribed. In ad- 
dition, the ad headlines are tied to the 
eye-catching illustrations. 

: . Ayer, the agency for INA 
since 1950, is handling this campaign 
through its Philadelphia office. 








Carr Reports Operating 
Profit of $326,377 


FOR FIRST SIX MONTHS OF 1960 





Providence Washington President Also 
Points to Surplus Increase and Lower 
ss and Expense Ratio 





The Providence ‘Washington had an 
operating profit of $326,377 for the first 
six months of 1960, President Roy E. 
Carr reported to the more than 4,000 
shareholders this week. 

Mr. Carr explained that this operating 
profit was made up of a statutory under- 
writing loss of $259,838 and a net invest- 
ment income of $586,215. During the 
same period last year the operating 
profit was $409,632, composed of a sta- 
tutory underwriting loss of $124,349 and 
a net investment income of $533,981. _ 

The combined loss and expense ratio 
showed an improvement of 1.8 points be- 
ing 99%, compared with 100.8% last year. 

Mr, Carr said there was an operating 
profit of 62¢ per common share and 
“after allowance for change in unearned 
premium reserve equity, the adjusted 
operating profit amounted to $1.50 per 
common share.” ' 

‘Common stockholders’ equity was 
$42.17 up from $39.47 since December 3], 
1959. Surplus was $15,914,338, an increase 
of $110,581 on a convention value basis 
since the year-end. On a market v-lne 
basis it had increased $813,838 to $13,891,- 
346. 


Mr. Carr stated that it was “a pleas- 
ure to report these results to our share- 
holders and to thank our agents for their 
support which helped make them pos- 
sible.” 





NAMED BY THE BUFFALO IN L. A. 

William H. Wayne has been named 
a multiple lines special agent by Buffalo 
Insurance Co. in the Los Angeles terri- 
tory. After initial experience in a large 
San Diego agency, Mr. Wayne served 
the New Zealand from 1954-1958, as a 
manager of a Guam general agency on 
Guam in. the Marianas Islands. On his 
return to the states, he joined the Har- 
bor Insurance Co., his previous company. 
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Merchants and Manufacturers Insurance Company 
of New York 


Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


“““s(Gorroon & Reynolds Group 


92 William Street, New York 38, N. Y. 


Tel.: oe 4-7600 








Americen Equitable Assurance Company 
of New York wy 


Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 




















$680,562 Profit Made 
By Aetna Insurance Co. 


$3,921,286 INVESTMENT INCOME 





President H. M. Mountain Gives Stock- 
holders Encouraging Results Shown 
in First Six Months of 1960 





Concrete evidence of the improvement 
in fire-casualty insurance results for the 
first half of 1960 by the Aetna Insurance 
Co. of Hartford is seen in its aécomplish- 
ment in turning a 1959 underwriting loss 
of $5,347,906 (for first six months) into a 
1960 underwriting profit for the same 
period of $680,562. In addition, the semi- 
annual report of the company, sent to 
stockholders by President H. M. Moun- 
tain, shows an investment income for the 
half. year of ($3,921,286 compared with 
$3,459,361 for the same period of 1959. 

Net income of the company after taxes 
on June 30 was reported at $4,649,215 
compared with a minus figure of $1,796,- 
615 a year ago. 

President Mountain also pointed to a 
net premium volume increase of $4,883,- 
412 which brougnt the six months’ net 
writings to $84,133,954. On the earned 
basis the production score was $79,211,- 
872, an increase of $3,148,021. 

Losses and loss. expenses 
amounted to $46,140,228, an encouraging 
drop of $3,355,225. Ratio to premiums 
earned was 58.2% for the first six months 
compared to 65.1% as of last June 30. 

Underwriting expenses and taxes in- 
curred (excluding Federal income tax) 
totaled $32,391,082 as of June 30, com- 
pared with $31,916,304 a year ago. The 
ratio to premiums written was 96.7%, a 
sizable improvement over the 1959 ratio 
of 105.4% for the first six months. 

Aetna Insurance Company’s assets are 
up $18,996,298 to a total on June 30 of 
$304,184,649. Capital continues at $10,- 
000,000, voluntary contingency reserve at 
$7,500,000, security valuation reserve is 
up $3,660,341 to $44,924,729, and net sur- 
plus advanced in the first six months to 
$34,546,082, compared with $25,805,940 a 
year ago. 

Policyholders’ surplus now stands at 
$96,970,811, a gain of $12,400,483 in the 


first six months. 


incurred 


Architect Scholarships 


Six scholarships, made possible by a 
grant of the National Board of Fire Un- 
derwriters, have been awarded by the 
American Institute of Architects, This 
is the seventh such grant of $4,500 which 
the National Board has made to the In- 
stitute. 

The recipients, selected by the in- 
stitute’s committee on awards and schol- 
arships from among candidates nomi- 
nated by the deans of accredited archi- 
tectual schools, are: Robert M. Hysell, 
Minneapolis; Douglas H. Lyon, Syra- 


cuse, N. Y.; Frederick D. Miles, Urbana, 
Ill.; Gerry M. Shaffer, Amarillo, Tex.; 
Virgil R. Smith, Houston, Tex.; and 


Carl W. Stephanski, Olcott, N. Y. 





Stuyvesant Office Now 
At 75 Maiden Lane, N. Y. 


The New York City fire underwriting 
branch of the Stuyvesant Insurance 
Company has been moved to 75 Maiden 
Lane, New York, from Jamaica, Long 
Island. 

Martin Griminger will continue as the 
resident underwriter in charge of fire 
underwriting for New York and vicinity. 
The new location will enable Stuyvesant, 
a 110-year old New York stock company, 
to offer better service to its agents in 
this area. 





H. MILLER NYBFU CHAIRMAN 

The New York Board of Fire Under- 
writers has elected Harry W. Miller, 
general U. S. attorney, Commercial 
Union-North British Group, as chairman 
of the board of directors and Stuart H. 
Richardson, resident vice president, St. 
Paul Fire & Marine, as vice chairman 
of the board. 
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NAIA Appoints Vincent 
Ad Committee Chairman 


SIX OTHERS NAMED BY ELLIS 


Special Fund Raising Meeting Planned 
During Annual Convention In 
Atlantic City 


Joe E. CPCU, Bryan, Texas 
has been appointed chairman of the 1961 
National 


Vincent, 
advertising committee of the 
Agents by 


Ellis, 


Association of Insurance 
NAIA Vice 
CPCU, Dallas 


As part of expanded and more con- 


President Porter 


gram of fund raising aimed 
1961 goal of $1,285,- 
lis has named two new mem- 


centrated pro 
at surpassing the 


000, Mr. El 


bers to the committee, George P. Coop- 
er, Ir.. Huntsville, Ala. and Frank L. 
Smith, Tucson, Ariz. Both men served 
as state advertising chairmen this year 


and were lennele resp msible for putting 
their states over the 100% mark on their 
advertising allocations. 

In order to give special attention to 
metropolitan and large lines agents to 
encourage them to give greater support 
to the national advertising program, Mr. 
Ellis has appointed Sanford H. Lederer, 
CPCU, of Stewart, Keator, Kessberger 
& Le ierer, Inc., Chicago to the adver- 
tising committee 

Dave Johnson, Pensacola, Fla., chair- 
man of the 1960 fund raising committee, 
will continue to work with the new com- 
mittee on a special assignment basis. 

John S. Sheiry, Bridgeton, N. J. and 
E. B. Learned, Jr., Norwich, Conn., mem- 
bers of this year’s committee, have been 
re-appointed by Vice President Ellis to 
continue their fine work with the ad- 
vertising committee for the 1961 cam- 


paign. Both men are state national di- 
rectors : 
A special fund raising meeting for 


state officers will be conducted on Sun- 
day afternoon, Sept. 25, during the an- 
nual convention of the National As- 
sociation, scheduled for Sept. 25-28 in 
Atlantic City, N. J. All state association 
officers and state advertising chairmen 
will be invited to this meeting which will 
feature a special preview of the presen- 
tation film of the 1961 National Adver- 


tising Program emphasizing “The Big 
Difference.” 

Chairman Joe Vincent and members of 
} 


his committee will also discuss their 
plans for the fund raising phase of the 
1961 compaign and will suggest detailed 
fund raising approaches that have been 
successfully employed in several areas 
of the country. These plans have been 
instrumental in raising more than one 
million dollars in each of the past three 
years the National Association ad pro- 
ram has been in operation. 


RELIANCE N. J. APPOINTMENT 

John E. Scofield has been appointed 
state agent of the Reliance of Philadel- 
phia in northern New Jersey. His back- 
ground includes over eight years of home 
office, agency and field experience. 

Mr. Scofield is a trustee of 
ville, N. J. Fire 
president of 
Association 


Den- 
Department and vice 
Denville Fire Department 


W. E. STEWART PROMOTED 


Named Underwriting Mer. of Kansas 
City F. & M.; H. R. Bondurant 
Replaces Him as Loss Dept. Head 
William E. Stewart has becn promoted 

to underwriting manager of the Kansas 

City Fire & Marine after serving the 

company for the last five years as man- 

ager of its loss department. 

Mr. Stewart's career in insurance ex- 
tends over 30 years. He started with 
Kansas City Fire & Marine in 1930 as 
manager of its auto and inland marine 
departments. Later he was affiliated with 
the North British Group and the Fire- 
man’s Fund, in both cases as state agent 
in Kansas. In 1951 he joined the Central 
Surety as fire underwriter, resigning in 
1955 to rejoin Kansas City Fire & Ma- 
rine, 

Howard R. Bondurant, former assistant 
manager of the loss department, succeeds 
Mr. Stewart as manager of that depart- 
ment. Mr. ‘Bondurant has been with the 
company since 1953, Prior to that time 
he served The Mill Mutuals in Kansas 
City as assistant auditor. 





Columbus Agency Observes 
75th Equit. F&M Milestone 


The McElroy, Minister, McClure & 
Kientz Insurance Agency of Columbus, 
Ohio, was honored recently by the Equi- 
table Fire & Marine of Phoenix of 
Hartford Group in recognition of 75 
years of continuous representation. 

At a dinner party Vice President Glen 
L. Pickens of the Phoenix Group pre- 
sented the agency with a 75-year plaque 
and a Seth Thomas steeple clock. 

Members of the agency attending the 
dinner were Austin McElroy, Harry Min- 


ister, Robert McClure, Thorp Minister, 
Henry Pierce, Hugh Hadley and Jack 
Glandon, From the company were Vice 


President Pickens and Secret ny Donald 
E. Walker; Manager Paul B. Sandberg, 
State Agent Roger W. Grim, Special 
Agent Robert N. Andrews and Robert 
Kalland of the Columbus office and 
Howard Evans, retired Equitable state 
agent 


FAYETTEVILLE AGENT DIES 

Glenn L. Babcock, 89, owner .of the 
Babcock Insurance and Real Estate busi- 
ness in Fayetteville, N. Y., before his re- 
tirement last year, died July 18 after 
a long illness. He had lived in Fayette- 
ville 70 years. 
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IINA Ass’t Managers Named 
In Hartford and Boston 


Insurance Co, of North America has 
promoted Raymond T, K'ng, Jr. and 


George E. Ratcliffe to be assistant man- 
agers in the Hartford service office 
Paul W. Ludwig and Chester R. Sp:nney, 


Jr. have also been named assistant man- 
agers in INA’s Boston serv ce office. 
These promotions were announced by 
Richard G. Osgood, vice president. 

Mr. King joined INA in 1951 as a 
trainee in the New England service 
office at Springfield, and for the past 
nine years he has served in the north- 
eastern states as special agent. He is a 
Dartmouth graduate. 

Before joining INA in 1952 Mr. Lud- 
wig was with the Phoenix of Hartford. 
He has traveled New England territory 
as a special agent since 1952. He is a 
graduate of University of Connecticut. 

Mr. Ratcliffe was associated with A. 
H. Bull, Inc. prior to joining INA in 
1950 as a trainee in the Long Island 
office. From 1951 until the present time 
he has served as a technical representa- 
tive and fire special agent in the New 
England states. He is a graduate of the 
United States Merchant Marine Acad- 
amy in New York. 

Mr. Spinney started his insurance 
career in 1942 with the Employers’ Fire 
in Boston as an underwriter. Prior to 
joining INA in 1956 he was with Field 
& Cowles in Boston for 14 years as a 
special agent. Since coming with INA 
Mr, Spinney has been working in the 
New England states as a special agent. 
He attended Boston University. 





D. R. Mead & Co., Miami, 
Elects Officers, Directors 


D. Richard Mead, Jr., has been named 
president of D. R. Mead & Co. of Miami, 
Fla., succeeding his father, D. Richard 
Mead, who becomes chairman of the 
board of this mortgage-banking and in- 
surance firm. Elected to the board are 
Roger N. Terrell and Phil C. Gallagher, 
executive vice presidents, and Robin 
Brown, vice president. 

New officers appointed are James C. 
Olive, treasurer, and Rebecca D. Jordan, 
secretary. 

Richard Mead, Jr., is a past secretary, 
Mortgage Bankers Association of Great- 
er Miami; member of board of gover- 
nors, Mortgage Bankers Association of 
Florida; vice chairman of the Young 
Men’s activities committee and a member 
of the insurance committee, Mortgage 
Bankers Association of America. He 
attended Duke University, Harvard Busi- 
ness School and the School of Mort- 
gage Banking, Northwestern University. 

D. R. Mead & Co. has offices in 
Miami, Fort Lauderdale and West Palm 
Seach. Earlier this year the firm opened 
new and larger main offices at 1900 Bis- 
cayne Bovlevard, Miami. 


American’s Farm iia 


Policy Approved 

The American Insurance Group's new 
farm owners package policy has now 
been approved in a total of tive states— 
lilinois, Iowa, Indiana, North Dakota 
and South Dakota. First approved in 
Illinois three months ago, the policy has 
met with favor among -produters and 
their farm owner clients. At present 
filing approvals are also anticipated in 
four additional midwest states 

The policy extends to the dwelling, 
household effects and private garages 
comparable to that provided under home- 
owners Form #2. In addit'on, basic 
mits of $10,000 B.L, $10,000 P.D. and 
$250 medical payments are available 
under the CPL section. 

For an additional charge, 
for the barns, outbuildings and farm 
implements against the perils of fire, 

windstorm, hajl, aircraft, vehicle, ex- 
plésion, riot and smoke mov be added by 
endorsement, The CPL can be extended 
to cover employer’s liability and animal 
collision, 
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C. M. EPES, JR. PROMOTED 

Elected Pres. of Armstrong-Roth-Cady; 

D. Eslick and L. Frey Also Advanced; 
Careers of Appointees 

C. Morgan Epes, Jr. has become presi- 
dent of the Armstrong-Roth-Cady Co,, 
prominent Buffalo agency which is cele- 
brating its 130th anniversary this year. 
He succeeds his father, Charles M. Epes, 
who has been president for 11 years and 
now becomes chairman of the board and 
chief executive officer. 

David H. Eslick becomes vice presi- 
dent and secretary, LaVern C. Frey has 
been named vice president and treasurer, 

Other officers are John C. Greeno, 
assistant secretary, G. Bernard Quick, 
assistant treasurer, and William N., 
Hoock, assistant secretary. 

C. Morgan Epes became associated 
with the agency in 1947, He has been 
an officer since 1951 and a director since 
1959. 

Charles Epes thas been in the insurance 
field more than 40 years. For 17 years 
he was an officer of the Woodworth 
Hawley Insurance Agency. He joined 
Armstrong-Roth-Cady in 1937 as a vice 
president. 

Mr. Eslick formerly had his own agen- 
cy in the Liberty Bank ‘Bldg. He merged 
his business with Armstrong-Roth-Cady 
in 1948. 

Mr. Frey joined the company as a 
clerk in 1930. He was elected an officer 
in 1946 and a director in 1959, 

The firm was founded in 1830 by C. 
Armstrong in a sub-basement of the old 
Board of Trade Bldg. In 1908 the firms 
of Armstrong and Husted, Cady and 
Perkins and Roth & Co. ‘merged. In 
1920 they incorporated under their pres- 
ent neme, 

Agency officers are 
Marine Trust Bldg. 
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New Marketing Opportunities for 


Improving Agency Profit Structure 


By Dr. Epwin S. OvERMAN 


Assistant Dean, American Institute 
For Property and Liability Underwriters, Inc. 


Dr. Edwin S. Overman, assistant dean of the American Institute for Property and 
Liability Underwriters, Inc., at Philadelphia, presented a scholarly address on new 
opportunities in. marketing for improving the agency profit structure before the 1960 
annual convention of the New York State Association of Insurance Agents. His analysis 
of the marketing situation and his recommendations for business development are pre- 
sented in several installments, with Part II following: 


PART II 


Growing Need for Disability Income 
Protection 


A form of insurance which has re- 
ceived increasing attention lately is that 
of continuation of the family income in 
case of accidents or disease of the 
breadwinner. This form of coverage 
would be not unlike business interrup- 
tion insurance in the property-casualty 
field. This insurance might be referred 
to as “family” income interruption in- 
surance. 

With so much emphasis on _ hospital 
and medical coverages today, the basic 
type of accident and sickness protection 
—income insurance—is often forgotten. 
Usually the client figures it is the “other 
fellow” who is going to have the dis- 
abling injury or sickness, so he is not 
immediately concerned. Yet, if he 
owned a $75,000 building from which he 
derives a $5,000 or $6,000 annual rental, 
he would insure it from sub-basement to 
roof. 

Accident and sickness income insur- 
ance is a vitally necessary form of pro- 
tection in America’s way of life today 
because America increasingly lives by 
the month. Virtually all of our planning 
and certainly the majority of our pur- 
chases are based upon the “continuation” 
of that steady stream of income called 
a pay-check. 

In addition to monthly bills for in- 
staliment purchasing, the family pay- 
check must also meet the regularity of 
payments on the mortgage on the home. 
Today, over 60% of American families 
are buying homes with mortgage loans 
amounting to $125 billion. Both types 
of debt—consumer credit and mortgage 
loans—are up 160% over 1950. And yet 
our disposable income is up only 61%. 
In other words, our debts have risen 
2% times faster than our incomes. It is 
readily apparent, therefore, the almost 
total dependence which most American 
families have on their monthly salaries. 
Adequate insurance for the continuation 
of the monthly income check is thus 
crucial to the maintenance of our pres- 
ent “way of life.” 

Retirement Insurance 


With great strides being made in the 
medical field, we are living longer—on 
the average—every decade. The break- 
through during the 1950s, in the battle 
a polio heralds the likelihood that the 
196s may bring the discovery of the 
cure for the “dread” diseases of cancer 
and heart disease. When these medical 
accomplishments take place, this will add 
to our longevities. The result will be 
greater extension of dur lives with the 
resulting increased burden to provide 
retirement benefits of longer duration. 

One important solution to the problem 
of more and more o'der persons in our 
society living longer and longer can be 
found in a more wide-spread use of the 
annuity, An annuity is the scientific 
liquidation of a principal sum of money 
Such that payments will continue to the 
purchaser month by month regardless of 
how long he may live. Thus a family, 
by purchasing an annuity while the 
bread-winner is yet fairly young, can 
Pay nominal monthly installments which 





will accumulate over his “working” life 
so that he and his wife will be pro- 
vided with guaranteed  fixed-dollar 
monthly income checks starting at re- 
tirement from his employment and con- 
tinuing throughout all of his “non-work- 
ing” years regardless of his length of 
life. Since it is impossible, therefore, 
to “out-live” these monthly payments, it 
is clear that here is a most unusual 
form of old-age protection unavai able 
and unobtainable from any other fi- 
nancial institution in the United States. 


New Areas of Family Finance 


A rather “recent” innovation to the 
annuity concept is known as the vari- 
able annuity. It differs from the fixed- 
dollar annuity only insofar as the 
amount of the monthly payment is con- 
cerned. Both types of annuities provide 
the feature of guaranteed life-long 
monthly payments. The fixed annuity, 
however, provides a “constant” monthly 
amount whereas the variable annuity’s 
monthly payments fluctuate month by 
month with the changing market values 
of the securities purchased for the an- 
nitant. 

In order to provide a “hedge” to the 
erosion of the value of retirement dol- 
lars, the variab'e annuity was created. 
Under this plan, the individual’s monthly 
savings prior to retirement are invested 
periodically in “variable-return” secur- 
ities such as common stocks. The entire 


basis for the success of the plan rests 


on the assumption that if price levels 
continue to rise in the next decade or 
two (i.e. continuing inflation) then 
“equity” securities will also tend to rise 
in about the same proportion as com- 
modity prices. 

Under the “variable” annuity, a family 
would, in 1940, estimate their future 
monthly retirement income needs. If 
they had decided that $200 would be 
sufficient, at 1940 prices, they would have 
purchased this amount of monthly in- 
come for future delivery in 1960. And 
since the “value” of their investment in 
common stocks would have likely ap- 
preciated somewhat in line with price 
rises, their monthly income in 1960 might 
amount to as much as $400 or even more. 

The basic intent of the variable an- 
nuity, therefore, is to provide a contin- 
uous and “level” standard of living, for 
which the retired family had originally 
planned, regardless of the vicissitudes of 
the business cycle. Stated differently, 
the variable annuity is intended to com- 
mand roughly the same amount of goods 
and services each month even though 
the “dollar” payments vary with changes 
in value of equity investments. 

The “newness” of the variable annuity 
is reflected in the fact that currently 
only three or four companies in the 
United States are marketing this kind 
of retirement income insurance. How- 
ever, one of the largest life insurance 
companies in the U. S., The Prudential 
Insurance Company of America, is likely 
to enter the field with their variable an- 
nuity in the near future. When this oc- 
curs, the probability is that many others 
will follow suit with the result that this 
new concept in “retirement” insurance 
will be effectively launched as an ac- 
ceptable form of old-age income pro- 
tection. 


Opportunities in Mutual Funds 


A rather recent development in the 
area of one-stop shopping is the avail- 
ability of mutual investment funds by 
a few all-lines insurance companies and 
sold by an increasing number of prop- 
erty-casualty insurance agents. and 
brokers. However, attention should be 
called to the fact that special creden- 
tials (license) wi'l be necessary if the 
property-casualty agent decides to 
branch out into the sale of mutual funds. 

“Equity” investments in common 
through the medium of mutual 
funds is becoming an increasing'y sig- 
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nificant element in the field of family 
finance. In other words, the increasing 
financial burden brought on by the 
greater likelihood, in this country, of 
extended super annuation which in turn 
is compounded by the problem of in- 
flation has created an increased need 
for “expansion” or “growth” invest- 
ments such as common stocks. 

One of the “all-lines” insurance com- 
panies started its own mutual fund com- 
pany three years ago and reports con- 
siderable success in the marking of mu- 
tual funds through its “life-property- 
casualty” agents. In all probability, a 
significant event took place a few weeks 
ago when a leading mutual fund firm 
(Channing Corporation: Institutional 
Income Fund and Institutional Shares, 
Ltd.) acquired the majority stock in- 
terest in the Wolverine Insurance Com- 
pany and the Federal Life & Casualty 
Co. of Battle Creek, Mich. 

In addition, a number of the larger 
“all lines” agencies have recently opened 
mutual fund departments in keeping with 
the one-stop-shopping concept. A large 
agency in Indiana, for example, recent- 
ly organized a mutual fund department. 
One of the largest agencies in New York 
City has also set up its affiliated mu- 
tual fund agency to be coordinated with 
its life-property-casualty writings. 


Summary of Family Finance 


Whenever the above coverages are 
mentioned, many agents and_ brokers 
who have previously concentrated their 
attention entirely on strictly fire-casual- 
ty coverages “react” with the observa- 
tion that such areas of coverage for the 
general insurance agency appear to be 
going far afield. For example, they see 
little relationship between automobile 
and residential coverages, on the one 
hand, and life insurance, health cover- 
ages and mutual funds, on the other. 

There is one point. however, that 
might serve to highlight the interrela- 
tionship existing between these previous- 


(Continued on Page 24) 





Big Bill 
(Continued from Page 17) 


hotel groups were not interested. Then 
the Uris brothers, Percy and Harold, 
entered the picture. 

The Times said that it is reported 
Webb & Knapp will receive more than 
$5 million for the lease, which has 98 
years to run, and will also receive about 
$3 million from The Prudential which 
represents a refund of money put up 
for security. It also says that Prudential 
has agreed to lend Uris something in 
excess of the $27,500,000 Webb & Knapp 
had borrowed for the hotel. This will 
gc towards the $75 million total cost of 
the Uris office building. Chairman 
Percy Uris told the Times that no lease 
commitments had been sought yet, but he 
expected no difficulty in leasing space in 
the new office building. He also said 
that the twin skyscrapers on Park Ave- 
nue, New York, nearing completion, an- 
other Uris project, had “an overflow of 
tenant applications.” 

All of which gives an insight into why 
so many of those glass and steel sky- 
scrapers have been built or are under 
construction in midtown New York. 
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New 


corporated 


safety provisions have been in- 


the revised edition of 
Standard for Tank Vehicles for 
Flammable Liquids just released by the 
National Fire Association. 
Widely adopted by states and municipal- 
ities to regulate tank vehicles operating 
intrastate, the amendments to the 1960 
edition of the standard were adopted at 
the recent NFPA annual meeting. 
Among the changes are provisions for 
anchoring the cargo tank to the chassis 
to assure greater stability and safety, 


into 
the 


Protection 


and clarification was made of the pro- 
visions for bonding of the tank vehicle 
to the loading rack. Another new pro- 
vision wil require that tank vehicles 
he marked with the word a 
or with the common name of the flan 
mable liquid being transported 

A number of ac adit ional minor changes 
were editorial in nature and _ provide 


greater clarity of existing 
requirements. 

Changes in the 1960 edition of the 
standard were developed by the NFPA 
Sectional Committee on Transportation 
of Flammable Liquids, chairmanned by 
J. H. Myers, of Atlantic Refining Co., 
Phi'adelphia. Copies of the standard 
(NFPA No. 385, 28 pages, 50 cents) are 
available from the National Fire Pro- 
tection Association, 60 Batterymarch 
Street, Boston 10, Mass 


“Spray Finishing” 


as to the intent 


New guidance on the safe use of flam- 
mable materials in spray finishing is 
included in a revised edition of the 
NFPA’s standard on the subject. The 
revised edition of the NFPA Standard 
on Spray Finishing includes new infor- 
mation on the storage and handling of 
organic peroxides which may be used 


Action Sought on Fire 
Plan for Boston Areas 


In a move to remove plans for any 
assigned risk pool +4 fire insurance in 
Massachusetts, the -Industry Fire In- 
surance Committee for Boston areas 


urged the insurance companies to 
imt endtia ely with its resolution 
handl ing of fire risks in the 


has 
cr mmply 
regarding 


so-called “red-lined” districts of the city. 
In a hearing conducted by the joint 
legislative committee studying the fire 
insurance problem in the state on June 


13, it was revealed by Insurance Counsel 
Arthur C. Conley that the companies 
writing fire insurance had agreed to a 
resolution not to arbitarily refuse a risk 
solely on the basis of location without 
a physical inspection 

In a special bulletin to member and 
subscribing companies over the signature 
of Wilfred G. Howland, chairman of the 
committee, the companies were reminded 


that immediate implementation of the 
resolution is vital. Mr. Howland is vice 
president and general counsel for the 


] 


Springfield Fire & Marine. 


Hawkeye-Security Promotions 


members of the Hawkeye-Se- 
curity’s staff at Des Moines, Iowa, have 
been promoted as follows: 

James Nims has been advanced to the 


Three 


company’s general casualtv underwrit- 
ing division in the home office. He was 
previously underwriting manager in the 


Grand Rapids branch. 


J. Plater will succeed Mr. Nims as 
underwriting manager at Grand Rapids, 
having previously been chief general 


underwriter in the Springfield, 
Ill. branch office. 
Ernest Hood 


casualty 
moves into the chief 
general casualty _underwriter’s post 
formerly held by Mr. Plater. He has 
been associated with the Springfield 
branch as a fieldman in Illinois terri- 


torv 
Hawkeye-Security is a member of the 
group. 


Financial General Insurance 


Three Revised Standards of NFPA 


in spray applications. Among other new 
provisions are requirements relating to 
piping systems containing flammable 
liquids for spray finishing operations. 

Several changes to clarify the intent 
of existing provisions were made in this 
new edition of the standard, which is 
widely referred to as a guide to good 
practice. Adopted at the recent NFPA 
annual meeting in Montreal, the stand- 
ard was developed by the NFPA com- 
mittee on finishing processes under ”~ 
chairmanship of J. W. Morris, Jr., 
the South-Eastern Underwriters Rea 
Atlanta. 

Copies of the standard (NFPA No. 33, 
44 pages, 50 cents) are available from 
the NFPA, 


“Incinerators” 


A newly revised standard on the in- 
stallation and trees of incinerators 
has just been issued by NFPA. Designed 
to provide for the fire-safe installation 
of this equipment and minimize various 
hazards, the standard was developed by 
the NFPA committee on chimneys and 
heating cee under the chairman- 
ship of E. W. Fowler, chief engineer of 
the National Board of Fire Underwrit- 
ers. It was adopted at the recent NFPA 
annual meeting in Montreal. 

The 1960 edition includes changes on 
such features as the instruction to be 
provided for the operation of inciner- 
ators, screens or other protection, and 
a revised definition of combustible ma- 
terial to be protected. Also included is 
material on rubbish handling covering 
many details of proper procedure in the 
ever-present problem of disposing of 
combustible waste materials. 

Copies of the new standard (NFPA 
No. 82, 32 pages, 50 cents) are available 
from the NFPA 


1960 Edition of Best’s 
Key Ratings Guide Issued 


The new 1960—Mth annual edition—of 
Best's Insurance Guide with Key Ratings 
is off the press and ready for delivery. 
Its 464 pages contain financial and pol- 
icyholders’ ratings with five year com- 
parisons of figures of nearly 1,200 fire 
and casualty insurance companies, as 
well as principal figures for approxi- 
mately 2,500 smaller mutuals. 

Pocket sized and bound in durable 
fabrikoid, the current 1960 edition gives 
a picture of the relative standings of 
each company. Each receives two rat- 
ings: The General Policyholders’ rating 
(A+ to C) and the Financial Rating 
(AAAAA to CC), summarizing Best's 
analysis of each institution. 

The ratings of 58 insurance companies 
decreased, the ratings of 81 companies 
increased, with 51 insurance companies 
rated for the first time. Exhibits are 
carried for the first time on 27 com- 
panies with no rating assigned. All types 
of insurance companies are included, 
such as all stock companies operating 
in the United States, both domestic and 
foreign, 364 American mutual companies, 
eight Associated Factory Mutuals, 15 
Lioyds and 61 reciprocal exchanges. 

The 1960 edition of the Key Rating 
Guide is priced at $8.75. Copies may be 
ordered from the Alfred M. Best Com- 
pany’s home office at 75 Fulton Street, 
New York 38, N. Y., or from any of its 
branch offices in Boston, Chattanooga, 
Chicago, Cincinnati, Dallas, Los Angeles 
and Richmond. 


St. Louis Has Least Deaths 


St. Louis had the lowest traffic fatality 
rate among cities of from 750,000 to 1,- 
000,000 population in the United States 
in the first five months of this year, the 
National Safety Council has announced. 
St. Louis had a mark of only 2.3 traffic 
deaths per 10,000 registered automotive 
vehicles. It was followed by San Fran- 
cisco with a 3.2 mark and Cleveland with 
3.66 per 10,000 cars. 








Danforth Succeeds Gowans 
As Hartford Building Supt. 


Retirement of Robert H. Gowans, 
building superintendent of the Hartford 
Fire Insurance Company Gfoup’s home 
office, and promotion of Raymond A. 
Danforth as his successor, are an- 
nounced. Mr. Danforth will be assisted 
by Charles W. Church. 

Mr. Gowans, born at Edinburgh, Scot- 
land, joined Hartford Fire June 1, 1925. 
He was named building superintendent 
in March, 1937. During World War I he 
served with the Canadian Army. 

Mr. Danforth joined the Hartford 
February, 1953, as assistant building 
superintendent. Mr. Church has been 
associated with the company since Feb- 
ruary, 1956. 





C. K. Cox Re-elected 


At a recent meeting of the board of 
directors of Insurance Co. of North 
America, Charles K. Cox was re-elected 
assistant secretary. 

Mr. Cox entered the insurance busj- 


ness in 1946, joining INA’s staff de- 
partment at the home office. In 1947 
he became a methods analyst. He was 


transferred to the inland marine de- 
partment where he became an under- 
writer in 1949, and assistant manager 
in 1952. Three years later he was elec- 
ted assistant secretary, and in 1956 
was appointed assistant manager, New 
England marine department in Boston, 
Mr. Cox is a graduate: of Princeton 
University. 





Hawkins Mgr. Mutual Loss Bureau 


Donald T. Hawkins has been elected 
secretary-manager of the Mutual Loss 
Research Bureau, Chicago. He suc- 
ceeds Gordon Davis, who has headed 
the organization since 1940, and who 
will remain active as senior consultant. 

The Mutual Loss Research Bureau 
serves as coordinator of joint loss hand- 
ling activities for principal U. S. mutual 
fire insurance companies, through its 
informational, research and arson in- 
vestigation divisions. An important func- 
tion is setting up cooperative loss ad- 
justment facilities in disasters such as 
major hurricanes, which may require 
rapid assembly of adjusters from all sec- 
tions of the country. 

Mr. Hawkins has been assistant man- 


ager of the organization since 1951. He 
joined the bureau in 1948, after 20 
years in midwestern field and man- 


agerial posts with the Western Adjust- 
ment and Inspection Co. A _ native of 
Indianapolis, he attended DePauw Uni- 
versity, Greencastle, Ind. 

Mr. Davis was reared in Colorado 
Springs and educated at Colorado Col- 
lege. Following service in World War 


I, he became an adjuster with Western 
Adjustment and Inspection Co. in 1921, 
He resigned in 1931 as general adjuster 
at Kansas City, to become a part owner 
and general manager of the newly formed 
United Adjustment and Inspection Co. 
In 1940 he became manager of the Loss 
Research Division. 

The organization started as a depart- 
ment of the Federation of Mutual Fire 
Insurance Companies in 1940, and _ its 
first activity was to screen independent 
adjusters throughout the U, S. to deter- 
mine which should be recommended to 
handle losses for member companies. 
This remains a major function of the 
Bureau. Other divisions were set up 
in 1947, when the Mutual Loss Research 
Bureau was made an organization inde- 
endent of the Federation of Mutual 

ire Insurance Companies. Member 
companies may subscribe to one or more 
divisions. 

An educational department, added in 
1953, has been active in dissemination 
of information to adjusters in connec- 
tion with current loss problems, and 
in providing educational materials. 





EMPLOYERS MUTUALS PROMOTES 





Dvorak Named New York Branch Man- 
ager Succeeding Snure, Newly 
Elected Senior Vice Pres. 

Richard E. Dvorak, formerly sales 
manager in the New York office of 
Employers Mutuals of Wausau, Wis., 
has been appointed branch manager. He 
succeeds Dale Snure, recently elected to 
the newly created position of senior vice 
president in charge of branch operations. 
Mr. Snure has been transferred to Wau- 
sau. 

Mr. Snure was elected a resident vice 
president of the New York office in 1943 
and has been in charge of the company’s 
New York, New Jersey and Connecti- 
cut operation since that time. He is 
a member of the Union League and 
Cornith Clubs, The New York Sales Ex- 
ecutives Club and a director of the 
Greater New York Safety Council. 

Mr. Dvorak joined Employers Mu- 
tuals in 1935. From 1936 through 1947, 
with a three year interruption for serv- 
ice in World ‘War II, he worked in the 
company’s engineering departments in 
Milwaukee, Pittsburgh and Atlanta. He 
became a sales representative in Knox- 
ville in 1947 and sales manager of the 
Atlanta branch in 1949. He was ap- 
pointed sales manager of the New York 
branch in December, 1953. 





MORTON IN INVESTMENT POST 
Farmers Mutual Automobile Ins. Co. 


of Madison, Wis., has named Fred G. 
Morton to the newly created position of 
vice president in charge of investment 
securities. Mr. Morton who will also 
handle investment for affiliates Ameri- 
can Family Life and Farmers Mutual 
Insurance after September 1, was form- 
erly vice chairman of the Wisconsin In- 
vestment Commission. 


G. C. GORING PROMOTED 
Heads Bonding Dept. in Home Insurance 
Co. of Hawaii; Will also Supervise 

urglary and Glass Business 
Gerald C. Goring has been promoted 
to supervisor of the bonding department 
in the Home Insurance Co. of Hawaii, 
President E. A. O’Neill has announced. 


He will also head the company’s burg- 
lary and glass insurance divisions. 

Mr. Goring succeeds G. Jarnes Nemec, 
resigned, who will announce his future 
plans soon. 

A native New Yorker, Mr. Goring 
came to Hawaii in 1945, He was gradu- 
ated from Punahou School and Prince- 
ton University, and then joined Home 
Insurance. He was trained in the auto- 
mobile, casualty and bonding depart- 
ments, and has completed several Uni- 
versity of Hawaii extension courses as 
well as industry correspondence courses 

A member of the Oahu Country Club, 
Mr. Goring is one of the Island’s out- 
standing young golfers. In 1958 he won 
the Manoa Cup in the annual Hawaiian 
Amateur Championship Tournament. He 
is also a member of Princeton’s Cannon 


Club. 





ENACTMENT OF LAW URGED 


A concerted effort to obtain the en- 
actment of an insurance brokers quali- 
fication law at the 1961 session of the 
Missouri General Assembly, which con- 
venes at Jefferson City early in Jan- 
uary, will be made. Already the In- 
surance Board of St. Louis and the 
Missouri Association for Independent 
Insurance Agents are making plans to 
support a brokers qualification bill. Sup- 
port will be sought from various other 
groups in the insurance business in this 
state, 
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923 Persons to Receive 
Institute Certificate 


GRADUATES FROM 64 CITIES 





Substantial Increase in Number of Stu- 
dents Taking Exams; Certificates 
to be Awarded in Nov. 





Requirements for the certificate of the 
Insurance Inst'tute of America were 
completed by 223 persons in the exami- 
nations given on May 23, 24 and 25. The 
new graduates are from 64 cities widely 
distributed throughout the United States. 
Their certificates will be awarded at the 
ennual meeting of the Insurance Insti- 
tute of America on November 15 in New 
York City or at a local public insurance 
group meeting whenever appropriate ar- 
reneements can be made. 

The overall pessing ratio fo~ the A, 
R ond C examinations in May. 1960, was 
756% when 1,331 examinations were 
taken by 1,122 persons. This represents 
a s“bstantial increase over the figures 
foc May, 1959, which were: 1,054 exami- 
nations taken by 843 persons who at- 
tained a 73.6% passing ratio. 

Inasmuch as 147 persons completed in 
January, 1960, there will be a total of 
370 to receive the certificate during the 
current year. This is a new high record 
for the Institute. Since the first series 
of examinations was given in 1953 under 
the revised educational program, 1,928 
persons have been awarded the certifi- 
cate, The next examination series will 
be conducted on January 23, 24 and 25, 
1961. 

Graduates in the East 


The names and locations of the May, 
1960, completers in the East are as fol- 
lows: 

Connecticut : Hamden, Charles H. 
Dewey; Hartford, Jean M. Shea. 

aes York City: Charles W. Barnickle, 
Allen W. Crobar, William M. Houldin, 
Jr., Earl F. Lind, Frederick B. Molineux, 
Richard N. Newman, Arthur W. Plos- 
cowe, Donald C, Riechel, Gerald A. 
Trotter, Ronald R. Weber, Thomas H. 
Gorry. 

New 
Rosche. 

Pennsylvania: Butler, 
Fosselman, William C. Joyner, Richard 
E. Lenhart, Herbert E. Rodgers. Adam 
Roth, Jr., John L. Schaffer, Irene Shedio, 
Thomas C. Sherlock, Robert E, Shilling, 
Charles 'W. Wilson; Philadelphia, Wil- 
liam P. Cartwright, Richard A. De- 
Michele, Robert J. Horan, Thaddeus W. 


York: Rochester, Wilbert H. 


Donald W. 


Kossakowski, Mortimer F. New, Ed- 
ward A. Ritter, James H. Ross, Jr.; 
Pittsburgh, Raymond F. Feith; Spring- 
field, Heinz K. Binkenstein, David J. 
Bunda, Eugene A. Delaney, Paul M. 
Green, Harold L. Lynch. 

Rhode Island: Providence, James 
Goldsmith. 

Virginia: Charlottesville, Donald C. 
Stevens, Allen K, Tomlin. 





Cristine Nolan Honored 


The American Insurance Co. of New- 
ark honored Mrs. James (Cristine) 
Nolan, president of James Nolan, Inc., 
North Bergen, at a luncheon recently 
commemorating 25 years of agency re- 
lationship. O. Roy Carlson, resident vice 
president of the Newark branch of 
American, presented Mrs. Nolan with a 
scroll in recognition of ther service. 

Mrs. Nolan has been active in insur- 
ance for 40 years. She is a past presi- 
dent and organizer of the Insurance 
Women of New Jersey; has ‘held the 
Positions of president, secretary and 
treasurer of the Hudson County Assn. 
of Insurance Agents, and has been a 
member of the New Jersey Association 
of Insurance Agents since 1911. Be- 
sides insurance, Mrs. Nolan thas held 
the positions of president and secretary 
of the Real Estate Board of North Hud- 
son, and is vice president of the First 
National Bank of North Bergen and one 
of its board of directors. 


GAB CHANGES ANNOUNCED 





Beglin, Keenan, Crumley, Savage, Boy- 
rer, Cavanaugh, Banks and Reck in 
New Posts in Eastern Dept. 
Numerous changes are announced by 
the General Adjustment Bureau’s East- 
ern department in New York City af- 
fecting New York State, Connecticut, 

Massachusetts and Vermont. 

Edward J. Beglin has been appoin‘ed 
general adjuster for western New York 
State.He will be succeeded as man- 
ager of the Rochester office by Frank 
L. Keenan. Mr. Keenan will be suc- 
ceeded as manager of the Peekskill, 
N. Y. office by Robert L. Crumley. 

Mr. Beglin joined the GAB in 1937, 
having previously served with the Trav- 
elers and the United States Fidelity and 
Guaranty. He was for years senior ad- 
juster at Rochester and was appo‘nted 
manager of that branch in February, 
1959. 

Mr. Keenan was appointed manager 
at Peekskill in 1958. He joined the bu- 
reau in 1951 and has served in the At- 
lantic City and White Plains offices. Mr. 
Crumley joined the bureau in May, 1947, 
and has served the New York City and 
White Plains offices. He was transferred 
to Peekskill in 1954. 

William J. Savage, Jr. has been ap- 
pointed manager of the New Haven 
+ sg succeeding E. G Purdy, retired. 

Savage will be succeeded as man- 
msi at Norwich, Conn., by James J. 
Boyrer. Mr. Savage, a graduate of Vil- 
lanova College, joined the bureau at 
Newark in July, 1949. He has acted as 
storm supervisor on several catastrophe 
operations and was appointed manager 
at Norwich in November, 1959. Mr. 
Boyrer joined the bureau in 1948 at the 
Hempstead, N. Y., office and was trans- 
ferred to Stamford in 1954. 

Donald A. Cavanaugh is appointed 
manager at Bridgeport, succeeding Nor- 
man E. Brotherson who will be trans- 
ferred to New Haven as senior adjuster. 
Mr. Cavanaugh joined the bureau in 
April, 1951 and has served continuously 
in the New Haven office since that time. 

Frederick Banks is appointed manager 
at Lawrence, Mass. He succeeds Alan 
F. Dunlop who is relinquishing his man- 
agerial duties because of ill health, but 
will be available for the handling of the 
larger fire losses in this area. Mr. Banks 
will be succeeded as manager of the 
Rutland, Vt., office by David A. Rock. 

Mr. Banks, a graduate of Northeastern 
University, joined the ‘bureau at Augusta, 
Me., in 1947 and served in Presque Isle, 
Boston and Waltham offices. He was 
appointed manager at Rutland in 1956. 
Mr. Rock has served in the Rutland 
office since his employment in 1954. 





Three Retire From GAB 


Retirement has been granted to E. 
G. Purdy, manager at New Haven: 
Edith B. Darrow, Rochester, N. Y., and 
Helen F. McCann, Albany, N. Y., by 
the General Adjustment Bureau. Mr. 
Purdy joined the Bureau in 1924 at 
Buffalo, N. Y., and served in Hagers- 
town, Reading, Harrisburg, and Spring- 
field offices. He was appnointed manager 
of the New Haven office in 1943 and 
has served in this capacity until the 
date of his retirement. 

Mrs. (Darrow has served in the 
Rochester office since joining the bu- 
reau in May, 1920. Mrs. McCann joined 
the Bureau in 1930 at the Albany office 
where she has continuously rendered 
service. 





Philip S. Beebe Dies 


iPhilip S. Beebe, Western department 
manager of the Hartford Fire, died July 
11, Associated with Hartford Fire for 
40 years, Mr. Beebe joined the company 
at ‘Columbus, Ohio. He later served as 
an engineer and special agent at the 
Cleveland office before transferring to 
Chicago in 1931 as underwriting super- 
intendent. Mr. Beebe later became su- 
perintendent of production, was pro- 
moted to assistant manager of the west- 


Oxford Graduate Wins 
Fellowship Award 

TO STUDY HERE FOR SIX WEEKS 

D. F. Robson, London, Recipient of First 


London Ango-American Fellowship; 
With Harris & Graham, Ltd. 








David F. Robson, young-Oxford..grad- 
uate who is the winner of the London 
Anglo-American Fellowship . “adiminis- 
tered by the Corporation of Insurance 
Brokers of London, wi} afrive in’ New 
York August 5 via Pan American trans- 


British fellowship comprises a six weeks 
all expense-paid trip from London to 
the United States. Expenses will be 
borne by B. D. Cooke & Partners’ as- 


sociated company here, Agency Man- 
agers Ltd. 
Object of the fellowship is to en- 


courage a fuller understanding by Brit- 
ish insurance men of the problems of 
their American correspondents, and also 
to encourage the maintenance and ex- 


tension. of friendly personal. relations 
between insurance men in the two 
countries. 


Mr. Robson was selected as ap fellow- 
ship -winrer- after -a written--and oral 





David F. Robson (right) receives London Anglo-American Fellowship award 


from Dr. C. E. Golding, F.C.I.L, 


Atlantic flight and for the next six 
weeks will study methods and procedures 
in the American insurance market. He 
will return to England September 28 
on the S.S. Queen Mary, enriched by 
his experiences here. 

Mr. Robson, now of the firm of Har- 
ris & Graham Ltd., London, is the first 
to receive the London Anglo-American 
fellowship which corresponds to the fel- 
lowship inaugurated in New York last 
year by Agency Managers Ltd. under 
auspices of The School of Insurance, 
New York Insurance Society. Equal in 
opportunity to the American award, the 


president, Corporation of Brokers (left). 


examination conducted by the Corpora- 
tion of Insurance Brokers. Competitors, 
under time apt examination conditions, 
were required also to write an essay on 
a topic related to American insurance 
business as conducted in the London 
market. Mr. Robson, who competed 
with four other finalist candidates, was 
educated at Winchester and Brasenose 
College, Oxford, and was with the 
American department of Edward Lum- 
ley & Sons before joining Harris & 
Graham Ltd. He will spend some time 
with insurance firms in Hartford and 
Chicago, as well as in New York. 





E. W. Cunningham Joins 
America Fore Old Guard 


Everett W. Cunningham of North- 
brook, Ill, assistant secretary in the 
western department of the America Fore 
fire insurance companies, celebrated his 
25th anniversary with the Group on 
July 24 and joins the Old Guard, Amer- 
ica Fore’s quarter century organization. 

Starting with the Group in 1935 in the 
general cover department at Chicago, 
Mr, Cunningham has spent his entire 
career in America Fore’s western de- 
partment. He served as a special agent 
for the inland marine and general cover 
department and then became an inland 
marine examiner. 

Following World War II service as a 
field artillery captain in the Pacific, he 
traveled central and southern Ohio terri- 
tory as a special agent, returning in 1951 
to the Chicago office as inland marine 
manager. In 1954 he was appointed 
agency superintendent. He ihas been an 
assistant secretary of the America Fore 
fire companies since 1957. 





ern department in 1938 and associate 
manager in 1947. He was elevated to 
manager in March, 1953. 

Before becoming associated with Hart- 
ford Fire in 1920, he had been with the 
Ohio Inspection Bureau. A native of 
West Virginia, Mr. Beebe attended 
schools in Ohio and was graduated from 
Ohio State University. 


Virginia Homeowners 


Rate Changes Debated 


Proposals for revamping rates and 
policy forms for homeowners insurance 
were taken under advisement by the 
Virginia State Corporation Commission 
after a hearing. The revisions, were re- 
quested by the Virginia Insurance Rat- 
ing Bureau. Mutual Companies were not 
represented at the hearing. 

Hugh Garland, vice president of Cor- 
roon & Reynolds, said the new rates 
would be “grossly inadequate.” He also 
charged that the proposed rate struc- 
ture would put such a tight lid on ex- 
pense and loss allowances that a “sub- 
stantial” reduction in agent’s commis- 
sions would be required. 

Richmond E. Smith, 
Virginia Association of Insurance 
Agents, did not oppose the reductions, 
but went on record in opposition to 
changes in policy forms proposed by the 
rating bureau. He said that to scrap the 
existing program and begin a new one 
would confuse the public. As for rates, 
he said profits had been sufficiently high 
for most insurance firms to justify a 
“sizeable state reduction without dis- 
turbing the entire program.” 


counsel for the 





GAB NEW BRANCH OFFICE 

General Adjustment Bureau, Inc. has 
opened a new branch office at Cleve- 
land, Miss. with R. E. Campbell, form- 
erly resident adjuster, as its newly 
named manager. He will be assisted 
bv Adjuster J. E. Lang, transferred from 
Meridian, Miss. 
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46 Firms Now Have U.S. 
Export Insurance Plan 


FROM THE EXPORT-IMPORT BANK 


Plan Guarantees Payments on Shipments 
Against Political Risks; $28,800,000 
Worth of _Baperts Covered 


According to a W ashington, D. C. 
dateline article in the New York Times 
of July 25, signed by ‘Richard E. Mooney, 
the Government’s new program of in- 
suring exports against the political risks 
of selling abroad has developed 46 ex- 
porter customers and one modification 

It will be recalled that two months 
ago, as part of a drive to stimulate ex- 
ports, the Government’s Export-Import 
Bank offered to insure exporters for a 
fee against the possibility that they 
might not be paid for their goods be- 
cause of foreign government action, such 
as revolution, war expropriation, currency 

strictions, etc. 

drive has produced to date these 
46 exporte rs who have signed up for in- 
surance covering an estimated $28,800,000 
worth of exports. They do business in 
such fields as archery equipment, flour, 
automobile parts, silverware and chemical 
products 





< 


Spread of Risk 


The modus operandi of the program 
is as follows: When a company applies 
for insurance, it must take coverage on 
its exports to all countries; not just to 
one it considers risky. If the Govern- 
ment were to insure only exports to 
“risky” countries, it would ‘be inviting 
losses for its insurance business. There- 
ore, like the export credit guarantee 
programs of other countries, the E xport- 
Import Bank’s program spr ei eads the risk 
by insuring exports to Ene land as well 
as Cuba, for instance 

In the case of exports destined for 
Cuba, a modification has been made in 
the general rules. Under the rules, the 
Government pays no attention to the 
commercial terms of an export deal it 
is insuring, says the New York Times. 
That is left to the exporter, his creditors 
and the commercial bank that ‘brings 
him in 

In the case of Cuba, the Government 

does make a commercial requirement. It 
requires that there be a letter of ‘credit, 
as firm as possible, assuring that the 
dollars are available. There remains the 
political risk that the Cuban Government 
will stop payment anvhow, but that’s 
what the insurance is for. 
T Export-Import Bank will not re- 
veal dollar figures on individual guaran- 
tees, because it considers that that is the 
exporter’s business. It points out that 
most of its customers have been small 
businesses, and that the guarantees have 
ranged from $10,000 to $4,000,000. Only 
eight have been for $1,000,000 or more 

Most of the deals have come in through 
New York banks, but there have been 
some from the South, Midwest and Pa- 
cific Coast. The Chase Manhattan Bank 
has been the agent for ten. The Bank 
of America, National Trust and Savings 
Association, was agent for Pure Gold, 
Inc., which took insurance on exports of 
citrus fruits. The First National Bank 
of Minneapolis was agent for three mill- 
ing companies that insured their flour 
exports 

So far, there have 








been no defaults. 
CROP-HAIL ADJUSTERS MEET 


Over 40 at Univ. of Massachusetts See 
Demonstration of Simulated Hail 
Damage to Crops 


Some 40 crop-hail insurance adjusters 
from throughout the country met in 
Amherst, Mass., July 18 and 19 at the 
University of Massachusetts for con- 


ferences and a demonstration of simu- 


N. C. RATE HEARING TODAY 


New Rating Plan for Insurance Carried 
On Public and Institutional Property 
Before Commissioner Go'd 

The North Carolina Fire Insurance 
Rating Bureau has filed a new rating 
plan which would reduce rates sharply 
on insurance carried on public and in- 
stitutional property. 

This move is interpreted as a com- 
petitive step by the insurance companies 
to recapture some of the lines on pub- 
lic property which have been slipping 
away to. self-insurers. For instance, 
state buildings are covered by the state 
property fire insurance fund, while most 
public school buildings in North Caro- 
lina now are insured through a state 
set-up. 

Insurance Commissioner Charles F. 
Gold is holding a hearing on the new 
plan today (July 29) in Raleigh. At the 
same time, he also will review two other 
filings made by the Rating Bureau—one 
proposing that fire insurance rates re- 
main unchanged during the coming year, 
the other proposing a $50 deductible on 
lighting caused damage to. electrical 
appliance in dwellings. 

The bureau’s new plan for public and 
institutional property would include fire 
and extended coverage insurance as 
well as insurance against vandalism, 
losses due to malicious mischief and 
sprinkler leakage. 

The plan would apply to buildings, 
hospitals, schools and churches which 
are public or quasi-public and which are 
supported principally by taxes, donations, 
endowments or bequests and are not 
operated as commercial ventures for 
profit. 


Auto Physical Damage Rates 
To be Reduced in Florida 


\ reduction in automobile physical 
damage insurance rates for Florida has 
been approved effective August 1. The 
revised rates were filed by the Na- 
tional Automobile Underwriters Asso- 
ciation 

Premium for $100 deductible insurance 
for private passenger cars will be re- 
duced an average of 14%, and premiums 
for $50 deductible and comprehensive 
will be reduced about 1% 

Fire, theft and comprehensive pre- 
miums for commercial automobiles are 
to be reduced about 10% for vehicles 
operating within a 50-mile radius and 
15 to 17% for vehicles operating beyond 
a 50-mile radius. 





lated hail damage to crops which costs 
American farmers $150-million annually. 

An artificial hailstorm producing ma- 
chine, built by insurance companies and 
the university as the first of its kind 
in the world, was used to study the ef- 
fects of hail on growing crops and to 
determine the damage, Crops studied 
were various kinds of tomatoes, sweet 
corn, grapes, beans and potatoes. 

Dr. Robert Fletcher of Pennsylvania 
State College and Professor Grant Sny- 
der of the University of Massachusetts 
led discussions and demonstrated the ef- 
fect of hail damage on the various crops. 
Those attending the sessions, co-spon- 
sored by the University and the Crop 
Hail Adjustment and Research Asso- 
ciation, saw the effects on crops of dam- 
age from ice pellets and ice water driven 
by a 125-mile an hour wind produced 
by the hail making machine. 

Chairman of the affair was Norman 
W. Webber, special agent for the Hart- 
ford Fire at Hartford. He was assisted 
by John Byrne of the Rain and Hail 
Insurance Bureau, New York, and Rich- 
ard Chauncey, an independent hail ad- 


juster of Cato, N. Y. 





Dr. Overman on New Marketing Opportunities 


(Continued from Page 21) 


ly “separated” fields. A family “ad- 
viser” on insurance and finance matters, 
whether he is a property-casualty agent, 
a life or health agent, or a mutual fund 
dealer, could not possibly advise the 
family in a sound “professional” man- 
ner in any of these areas unless and 
until he learns of the entire family 
needs and the funds they have to meet 
them. 

In the past, undoubtedly each separate 
“specialist” gave advice and wrote cov- 
erages without bothering to discover 
what the family already had in these 
“outside-of-his-jurisdiction” areas. ged 
were the family’s total needs ranked i 
the order of their importance. ~ ee 
could the agent, then, give any kind 
of professional counsel without looking 
at the family’s entire financial picture ? 
This was, no doubt, the major short- 
coming of the earlier method of mar- 
keting “family insurance” by a number 
of separate agents. 


Growing Need for Family-Finance Risk 
Analysts 


A pressing need exists, therefore, to 
provide counsel to millions of family 
units in the middle income group ($5,- 
090 to $10,000 annual salary) who need 
advice as to a proper balance among 
a'l their financial needs and the best 
program of insurance and finance to 
meet these needs. 

Sound programming to fit each fam- 
ily’s financial needs will likely be done 
in the future by those agents—both life 
representatives and _ property-casualty 
agents—who prefer to work closely with 
people and who have a genuine interest 
in helping others solve their personal, 
financial problems. In the property- 
casualty fie'd, those agents who current- 
ly prefer to write the personal lines 
coverages may logically tend to concen- 
trate their time, effort and education in 
developing a broader understanding of 
the areas of family finance mentioned 
above toward the end of becoming fam- 
ily-finance risk analysts. 

Those agents who decide to write 
across-the-board protection for the fam- 
ily will likely discover in the future 
greater returns, in commissions, for each 
hour spent because they will “tend” 
to write the family’s entire finance and 
insurance account whereas heretofore 
the personal lines agent more than likely 
obtained only the family’s automobile 
and residential coverages. Thus, greater 
rewards should accompany the tendency 
toward account selling in the personal 
field. Moreover, the greater “diversifica- 
tion” of writings resulting from across- 
the-board account selling should produce 
a steadier and less vulnerable book of 
business for the agency steering in the 
direction of these broader personal 
coverages. 


Family Finance Contrasted With 
Commercial Risk Analysts 


The trend of the personal lines agents 
to branch out further into the broader 
field of family finance is likely to pro- 
duce a clear-cut dichotomy between 
family-finance specialists, on the one 
hand, and commercial-risk specialists on 
the other. 

The similar pattern of operation which 
the two ‘distinct groups of specialists 
will likely follow is interesting to note. 
The new family-finance risk analysts will 
first engage in an across-the-board ana- 
lysis or survey of the family’s total in- 
surance and finance needs. Such initial 
procedure is identical to the procedure 
followed by commercial risk specialists 
at the present time. Both must make 
an across-the-board analysis which is 
generally referred to as the survey. 

Next, the family-finance risk analyst 
must engage in a practice which is re- 
ferred to currently in the life insurance 
field as programming. This is simply 
the preparation of a set of recommenda- 
tions to be followed by the family head 
to cope with the various perils revealed 
by the survey. Such procedure is identi- 


cal for the commercial risk analyst. He, 


tuo, prepares a set of recommendations 
based on the findings in the complete | 
commercial survey. It would not be in- 
appropriate, in the commercial field, 
refer to these recommendations—hbased 
on the survey—as programming. 


New Methods of Marketing 


The question might be raised regard- 
ing the feasibility of an agent or brok- 
er finding the time to broaden his “per- 
sonal” business into the family finance 
areas mentioned above. Perhaps a par- 
tial solution to the agent’s dilemma may 
be found in some or all of the following 
devices, plans or procedures which are 
heing developed to simplify the mar- 
keting process; to free the agent and 
broker from much of his detailed, rou- 
tine, “non-productive” labor in his agen- 
cy. 

Ways and means will have to be dis- 
covered, through closer agency-company 
cooperation, to lower not only the ad- 
ministrative costs but also the time de- 
voted by the agency to policy-writing, 
rating, record-keeping and _ premium- 
collecting. Labor cost saving and agen- 
cy-time saving devices of every descrip- 
tion must be instituted in order to free 
agents from their desks thereby mak- 
ing them available more “directly” to 
the marketing process. Agents and brok- 
ers must be made free to engage in far 
more face-to-face contacts during the 
course of the business day. This is es- 
pecially true if they choose to remain 
predominantly in the area of “personal” 
coverages (in contrast to commercial in- 
surance). And if the agent chooses to 
concentrate more and more in_ this 
broader area of family finance. he will 
likely have to find methods which will 
free him for evening calls when he can 
find the “family heads” together. 

Electronic data processing has_ been 
found to do most of the “chores,” pre- 
viously handled manually by emploves, 
far more efficiently, accurately and at 
much lower unit costs. The full poten- 
tial of this new electronic processing 
equipment, a'ready owned by many in- 
surance companies and a few agencies, 
has not been adequately tested nor ef- 
fectively utilized at this stage of the 
development process. In all probability, 
great strides in the 1960s will be made 
in the fuller utilization of automation in 
the field of insurance. Efficiencies will 
be especially pronounced in the mar- 
keting aspects of the product. Methods 
will certainly be found and_ instituted 
for marketing the product in the least 
cost, lowest time-consuming manner. 


Future Trends in Use of Packaged 
Coverages 


Another important technique for sim- 
plifying the process of marketing of 
coverages lies in the area of “packag- 
ing” two or more previously autonomous 
contracts into one bundle of coverage. 

The real labor- saving aspect of this 
technique lies in the opportunity to 
“standardize” the package to fit the “av- 
erage” or “normal” needs of millions of 
families in the “middle” income group. 
This is accomplished by incorporating 
into the package reasonable or stand- 
ard portions of each of the different 
coverages. Rating, for the agency, is 
also simplified since only one “quoted” 
rate will prevail for the entire package 
in contrast to separate rates for each 
of the autonomous coverages sold prior 
to the composite package. 


(To be Continued Next Week) 





British Underwriters Add 
Cuba to ‘Excluded Areas’ 


British underwriters of war risk in- 
surance on vessels have announced that 
Cuba has been added to the “excluded 
areas” on all insurance contracts ar- 
ranged on or after July 22, it was re- 
vealed by Johnson & Higgins, inter- 
national insurance brokers. 
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More N. Y. Brokers Hit 
Allstate’s Auto Plan 





QUESTION NON-CAN. PROVISION 





Bronx- Westchester Brokers Send Letters 
of Protest to Lefkowitz, FTC, FCC, 
N. Y. Ins. Dept. and BBB 





Murray Berns, president of the Bronx- 
Westchester, N. Y. Insurance Brokers 
Association, Inc., has submitted the fol- 
lowing letter concerning Al!state’s “non- 
cancellable” auto policy to Attorney 
General Lefkowitz, Federal Trade Com- 
mission, Federal Communication Com- 
mission, New York State Insurance De- 
partment and the Better Business Bu- 
reau: 

“Our association represents insurance 
brokers and agents located in Bronx 
and Westchester Counties, as well as 
thousands of policyholders residing in 
these areas and throughout the entire 
State of New York. Among our many 
duties and responsibilities we are charg- 
ed with directing the attention of the 
proper authorities to any act which 
would tend to adversely affect the in- 
terests of our members or clients. We 
refer specifically to various articles and 
advertisements recently inserted in pub- 
lications and newspapers by the Allstate 
Insurance Co. 

“In the said advertisements the reader 
and the viewer is falsely and erroneously 
led to believe that he is purchasing a 
non-cancellable and guaranteed renew- 
able automobile insurance policy. This 
company uses language in the said adver- 
tisements customarily used by accident 
and health companies which truly vend 
non-cancellable and guaranteed renew- 
able accident and health insurance poli- 
cies without equivocation or qualification. 
It would appear that Allstate is convey- 
ing the impression that this is similar in- 
surance, which we as professionals know 
is not. 


True Conditions Not Disclosed 


“In addition to greatly ambigious 
language the true conditions imposed by 
the said policy in general, and penalities 
up to 250% in particular are not dis- 
closed. Also that the policy is in reality 
cancellable and not of the type as rep- 
resented to the public is unclear from 
the language used in the said policy. 

“Regarding the guaranteed renewable 
feature, our association is still attempt- 
ing to determine what the real condi- 
tions are to qualify for this guaranteed 
renewable policy. It does not appear 
from the policy that an innocent mis- 
representation or failure to pay the 
premium on the due date, may nullify 
the entire contract. 

“We are herewith lodging serious ob- 
jection to the above sales methods of- 
fering in support of our ‘contention, the 
enclosed documented evidence as com- 
piled by various segments of the insur- 
ance industry. 

“It is our firm belief and conviction 
that you will give this matter the at- 
tention which it deserves.” 





Would Cut Fla. Auto Rates 


Florida Insurance Commissioner J. 
Edwin Larson disclosed that State Farm 
Mutual has requested authority to re- 
duce its auto insurance premiums in 
Florida by a net $593,000 a year, effective 
Oct. #7. 

The new rate schedules would reward 
low mileage drivers with reduced rates 
and bring slightly higher rates in some 
territories in the state with heavy an- 
nual mileage. The new rates if approved 
would bring an average reduction of 


42%. 









































Name Wight Hooper-Holmes 


Sales Rep. at Vancouver, Can. 


GEORGE EARLE WIGHT 


George Earle Wight has ‘been ap- 
pointed sales representative in the Van- 
couver, Canada office of the Hooper- 
Holmes Bureau, Inc. 

Wight, a graduate of Dalhousie 
University in Halifax, Nova Scotia, be- 
gan his career with Hooper-Holmes in 
1954 as an inspector in the Toronto 
office and in July, 1957, was promoted 
to manager of the Ottawa office. 





GENERAL AGENCY ACQUIRED 





Standard Accident Acquires Jacksonville 
General Agency; New Florida 
Branch Office Established 
Standard Accident of Detroit announces 
the acquisition of the general agency 
operations of McCrory, Armstrong & 
Waters, Inc., of Jacksonville, Fla. A 
Florida branch office is being established 

effective August 1. 

Standard Accident service offices, 
staffed by the present personnel, which 
are located in Orlando, West Palm 
Beach, Tampa and Coral Gables will re- 
port to the office in Jacksonville. 

The management personnel will be 
Frank Coffee, manager, claim depart- 
ment; Warren B, Fowler, agency man- 
ager; J. F. Hartzer, manager, bond de- 
partment. Mr. J. B. Waters, president 
of the agency, will serve as consultant 
to the branch oflice for the next year. 
In addition, the company is pleased to 
have acquired many of the agency’s per- 
sonnel. 

McCrory, Arnistrong & Waters, Inc., 
a supervising general agent for the 
Standard Accident for more than 35 
years, will coutinue to represent the 
company as an agent. 


EXPANDS CASUALTY TRAINING 





General Adjustment Bureau, Inc. Scts 

Objectives, Formulates Plans to 

Improve Claim Service 

Casualty claims service is rapidly be- 
coming a major part of the nationwide 
operations of General Adjustment Bu- 
reau, Inc. of New York. In view of the 
constantly accelerating growth of its 
claims volume, Ben M. Butler, president, 
announces that the bureau is expanding 
casualty training and supervision to 
meet the needs of its shareholder com- 
panies. 

At a recent two-day seminar of the 

bureau’s casualty division managers held 
in New York City, J. H. Donaldson, S. 
R. Searles, J. F. Tapscott, Homer Stuart, 
Edward S. Kelly, and J. G, Young set 
objectives and made plans designed to 
improve the quality and scope of its 
claim service in all five departments of 
the organization, 
_ Uniform casualty procedures and 
forms were adopted and a revised cas- 
ualty manual was approved. Billing 
schedules, market research, an auto- 
mobile appraisal plan, and new ideas for 
increasing the bureau’s casualty services 
to its companies completed the agenda 
of the seminar. 

Bureau management believes that close 
supervision and control of all casualty 
claims on a regional as well as a de- 
partmental] level will ensure prompt and 
efficient service at all of its 675 branches 
in the continental U. S. As a result of 
the seminar, an expanded program of 
education and training is now being put 
into effect for casualty and automobile 
adjusters in all five departments. These 
departmental schools and seminars will 
set high standards for adjuster per- 
formance and will enable the bureau to 
give shareholder companies the closer 
supervision of casualty claims that is 
rapidly increasing volume of assignments 
merits, 


R. W. Work Now V. P. of 


Southern General of Ga. 


Richard H. Work, assistant vice presi- 
dent in charge of the claims department 
of Stuyvesant Insurance Co. of Allen- 
town, Pa., has been elected vice presi- 
dent of the Southern General Insur- 
ance Co., Atlanta, Ga. Walter B. EI- 
cock, Jr., Southern General’s president, 
announced that Mr. Work will join the 
firm before September 1 and will be in 
charge of the claims department. 

A native of lowa, Mr. Work was ad- 
mitted to the bar in both that state 
and Colorado. He was manager of the 
casualty divsion, General Adjusting Bu- 
real in Denver, and New York City for 
seven years prior to joining the Stuy- 
vesant one and one-half years ago. 

Southern General, a fire and casualty 
company operating in nine southern 
states, became a member of the Gen- 
eral Acceptance Corp. group of com- 
panies on April 1. Other members of 
the GAC Group are Stuyvesant, Stuy- 
vesant Life, American Financial Life and 
National Mutual Assurance Company. 








MOVING TO 116 JOHN ST., N. Y. 

The Manhattan ‘Casualty and The 
Gotham Life, both of New York, will 
be located at a new home office ad- 
dress—116 John Street, New York— 
effective August 1. They will occupy 
three floors, 19th, 20th and 21st, in that 
building. 
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STATE OF NEW YORK 


INSURANCE DEPARTMENT 
ALBANY 
I, Thomas Thacher, Superintendent of Insur- 
ance of the State of New York, hereby certify 
pursuant to law, that the UNITED STATES 
FIDELITY & GUARANTY COMPANY, Balti- 
more, Maryland, is duly licensed to transact the 
business of insurance in the State of New York 
and that its statement filed for the year ended 
December 31, 1959, shows the following con- 
dition: 
Total Admitted Assets . - 
Total Liabilities ........... oats 
Capital paid-up...... $27,337, 290.00 
Surplus and Voluntary 
reserves ............ 160,632,523.84 
Surplus as regards goatee 187,969,813.84 
Income for the year ........ . $17,672,430.87 
Disbursements for the year . 255,300,169.95 


. $558,171,664.56 
370,201,850.72 











STATE OF NEW YORK 
INSURANCE DEPARTMENT 
ALBANY 

I, Thomas Thacher, Superintendent of Insur- 
ance of the State of New York, hereby certify 
pursuant to law, that the FIDELITY AND 
GUARANTY INSURANCE UNDERWRITERS, 
INC., Columbus, Ohio, is duly licensed to trans- 
act the business of insurance in the State of 
New York and that its statement filed for the 
year ended December 31, 1959, shows the follow- 
ing condition: 
Total Admitted Assets ..... 
Total Liabilities —...... 171,18: 
Capital paid-up ..... Ht: 000,000.00 
Surplus and 

Voluntary reserves.. 5,824,567.93 


Surplus as regards ements . 6,824,567.93 
Income for the year ............. 178,868.72 
Disbursements for the year .............. 25,247.67 





STATE FARM MUTUAL APPOINTS 





Pearce, Sell, McCauley, Todd and Irving 
Are New Agency Directors; 
Others Named 
Five new agency directors have been 
named by State Farm Mutual. Four of 
the new posts will be in the Dallas office 
which recently converted to State Farm’s 
management decentralization program. 
They include Marion W. Pearce, for- 
merly state director for Kansas-Okla- 
homa; Frederick W. Sell, formerly as- 
sistant state director for Arizona; Elmer 
L. McCauley, assistant state director for 
Texas: and Paul U. Todd, CLU, for- 

merly district manager in Missouri. 

Mel Irving, formerly district manager 
at Eugene, Ore., was named to the fifth 
post, taking the Idaho-Montana agency 
directorship in the northwest office at 
Salem, Ore. Other promotions announced 
by State Farm Mutual include: 

Harold Couillard, from claim superin- 
tendent to divisional claim superintend- 
ent in the east central office at Newark, 
O. George W. Sanderson, from assistant 
claim superintendent to claim superin- 
tendent in the eastern office at Char- 
lottesville, Va. Donald A. Rankin, Jr., 
from assistant underwriting superintend- 
ent to service superintendent in the mid- 
atlantic office at Springfield, Pa. Jerome 
Rohren, from property claim supervisor 
to property claim superintendent and 
Billy B. Turley, from assistant claim 
superintendent to claim superintendent 
in the Missouri office at Columbia, Mo. 

Also: Richard Kline, from assistant 
regional auditor at the southeastern 
office at Jacksonville, Fla., to regional 
auditor for the north central office at 
St. Paul, Minn, Bernard McVey, from 
assistant claim superintendent to claim 
superintendent at the northwest office. 
John Fitzgerald, from property claim 
superintendent to claim superintendent 
at the southeastern office. John Har- 
rington, Jr., from assistant claim super- 
intendent to claim superintendent in the 
southern California office, Santa Ana. 
William Burke, from assistant under- 
writing superintendent in the west cen- 
treal office at Lincoln, Neb., to under- 
writing superintendent in the Texas 
office. William E. Beyer, from assistant 
claim superintendent to claim superin- 
tendent at the west central office. Robert 
Chesmore, from Arizona district manager 
to assistant state director. 





R. F. CROWLEY PROMOTED 


Ross F. Crowley has been promoted 
by Standard Accident to assistant of- 
fice manager of its San Bruno, Calif. 
division, Pacific department. He started 
with the company in 1947. 
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NBCU STILL HOPEFUL IN GA. 


Carlson Explains Need of Safe Driver 
Plan, Special Auto Policy to 
Macon Agents 
The National Bureau of Casualty Un- 
derwriters was prepared to file with the 
Georgia Insurance Department the safe 
driver insurance plan and a special au- 
tomobile policy if the automobile lia- 
bility insurance rate increase requested 
had been approved, Macon insurance 

agents were told last weck. 

T. O. Carlson, manager of the south- 
eastern branch, National Bureau of Cas- 
ualty Underwriters, Atlanta, in address- 
ing the Macon Association of Independ- 
ent Insurance Agents stated: “It was 
our plan to file the Safe Driver In- 
surance Plan with the Insurance De- 
partment for approval immediately after 
receiving approval of the requested 8.4% 
average increase in private passenger 
car liability insurance rates. The ap- 
proval of the rate increase and the safe 
driver insurance plan could have reduced 
the premium for three out of four in- 
sured motorists in Georgia. According 
to developments in other states where 
such plans are in use, the overall ef- 
fect would have been an actual reduc- 
tion from present rate levels.” 

Explaining the need for the 84% 
increase before introduction of the safe 
driver plan, Mr. Carlson disclosed that 
NBCU companies had_ suffered under- 
writing losses of over $3 million on their 
automobile liability insurance in Georgia 
in the last four years, the latest year 
(1959) being $1,367,445. In other words, 
for every $1 of premium collected dur- 
ing the 4-year period, the companies 
have paid and payable $1.06. During 
1959, for every $1 of premium, the com- 
panies have paid and payable $1.09. He 
added: “Obviously the insurance com- 
panies would be inviting further and 
greater underwriting losses had they 
offered a discount to accident-free driv- 
ers before the rates were at a break- 
even point.” Mr. Carlson concluded. 

“The underwriting experience of the 
NBCU companies during the last two 
years indicated that the increase re- 
quested, averaging 8.4% for private pas- 
senger cars, were completely justified, 
and we hope that this may yet be ob- 
tained, so that our companies will be in 
a position to offer the safe driver in- 
surance plan, rewarding the drivers who 
had been accident-free for the previous 
three year period and placing increased 
costs on motorists whose records are 


bad.” 


America Fore Loyalty Group 
Names Two Special Agents 


Christian Young of Bloomfield and 
James J. Dwyer of Hillside have been 
appointed New Jersey special agents for 
the Loyalty insurance companies of the 
American Fore Loyalty Group. Mr. 
Young has been assigned to the Essex 
County territory and Mr. Dwyer to 
Union County. 

Mr. Young, a native Newarker, was 
previously a vice president of W. H. 
Meeker, Inc., Elizabeth (N. J.), agency. 
He has also had extensive field work 
with other insurance companies, and 
is a past president of the New Jersey 
Insurance Square Club. 

Mr. Dwyer, Dartmouth graduate, 
joined the American Fore Loyalty Group 
training program in 1958 at the New 
York office. This is his initial field as- 
signment. 





FLA. AUTO RATE HIKE DENIED 

Evidence submitted by the National 
Bureau of Casualty Underwriters at a 
public hearing last month in Tallahassee, 
Fla. supporting an 11.8% increase in 
basic liability rates, has been ruled “un- 
justifiable” by Insurance Commissioner 
J. Edwin Larson. In denying the rate 
increase, the Commissioner said the so- 
called merit plan for safe drivers was ac- 
ceptable to him, but that the savings 
indicated by the bureau “under the most 
favorable circumstances would be meas- 
ured in pennies.” 


N. Y. Auto Ins. Probe 


(Continued on Page 34) 


think about an assigned risk insurance 
company? No farming out, FS-I’s ob- 
tainable immediately. What would be 
your reaction?” 

Mr. Danaby: “If you mean eliminate 
statistics, I'd be opposed. Private com- 
panies need regulation. The Assigned 
Risk Plan needs it. We need a change 
of methods and techniques. But equity 
is most important — not just changing 
names.” 

Asked if he were advocating individual 
merit-rating with the elimination of the 
geographical factor, Mr. Danahy re- 
plied that “geography was O.K., if there 
existed a causal connection.” 


Schwab Sees No Abuses Among 
Independent Agents 

Arthur L. Schwab, legislative repre- 
sentative, New York State Association 
of Insurance Agents, offered a somewhat 
different viewpoint. Called to the stand 
after Mr. Danahy, he read a statement 
presented on behalf of his association 
in which he said that “we are opposed 
to wholesale cancellation of automobile 
insurance policies if and when such 
practice exists.” 

He opined that automobile policies are 
not subject to cancellation abuses “when 
written through the offices of independ- 
ent agents” and explained: “This comes 
about through the close personal rela- 
tionship which the independent agent has 
with his customer and his knowledge of 
that customer’s driving habits and driv- 
ing history.” 

Mr. Schwab further declared that his 
association believes it would not be in 
the public interest to upset, to the de- 
gree proposed by some of the 1950 
bills, “the contractural relationship be- 
tween the insurer and the insured.” 

The senators were listening intently 
now. Mr. Schwab continued: 

“One definite result of a strong anti- 
cancellation law would be to deprive 
agents of their present binding author- 
ity. It is human nature to wait until the 
last minute and many an agent is able 
to preserve the motorist’s right to drive 
by binding coverage, when the circum- 
stances warrant. A loss of this binding 
authority, which would naturally follow 
a strict non-cancellation law, would cer- 
tainly deprive many motorists of their 
right to drive for varying lengths of 
time and this would certainly not be in 
the public interest, 

“It may be that any abuses uncovered 
by this committee can be cured by vol- 
mntary action of the companies, follow- 
ing suggestions from this committee.” 

Questioned in detail by Mr. Wikler, 
Mr. Schwab emphasized that to his 
knowledge he had heard of no cancel- 
lation problems from any agents in his 
association during the past four or five 
years. Mr. Wikler then read two letters 
from agents complaining about bullying 
tactics of companies. Had Mr. Schwab 
heard of any similar complaints? Mr. 
Schwab fad not. The senators were 
puzzled now. 

Senator Greenberg said: “It is in- 
credible to me to hear you make such 
statements. Senator Condon and I have 
received many letters.” 

Mr. Schwab answered simply: “In- 





WORK. COMP. HEARINGS HELD 


A public hearing was held on Wed- 
nesday, July 27 at the Jefferson State 
Office Building, Jefferson ‘City, Missouri, 
for consideration of the following Work. 
men’s Compensation insurance subjects : 
(1) Proposal for a general revision of 
the prevailing Workmen’s Compensation 
Insurance Rates for :Missouri, effective 
September 1, 1960. (2) Any other phase 
of the business of Workmen’s Compen- 
sation insurance in Missouri upon which 


those in attendance wished to be 
heard. 
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dependent agents don’t have cancellation 
problems.” 

After Assemblyman Alfred E. Lerner 
of Queens read a statement not unlike 
his testimony at the Assigned Risk Hear- 
ing in May, calling insurance companies 
“highhanded and insolent” and theaten- 
. to urge the adoption of non-cancel- 
lable legislation if companies did not 
“rectify their ways,’ George P. Sala- 
dino took the stand. 


No Complaints From Saladine 


Mr. Saladino corroborated Mr. 
Schwab's testimony. Although president 
of the Long Island Insurance Erckers 
and treasurer of the Queens Agents As- 
sociation, he asserted that ‘he was speak- 
ing primarily for himself. 

“It would be presumptious to say in- 
surance companies would not have the 
right to cancel,” he declared. “My in- 
sureds have never complained about 
cancellation.” 

Senator Condon remarked: “After 
listening to you and Mr. Schwab I don't 
see any problem.” 

Mr. Saladino said that there was in- 
deed a problem. Often innocent drivers 
were cancelled out and also it took a 
great deal of salesmanship to keep clients 
out of the Assigned Risk Plan. “But 
it hasn’t affected me much,” he hastily 
added. : 

“It looks like you got a good ‘in’ with 
the underwriters,” Senator Condon com- 
mented, drawing laughter from the audi- 
ence. 

Milbrandt’s Testimony 


“Good agents operating with good 
companies have no problem,” Gay W. 
Millbrandt, president of the New York 
State Mutual Agents Assoication, next 
told the committee. Mr. Milbrandt said 
legislation would accomplish very little. 
“The problem,” he pointed out, “is to 
create a new market Independent 
agents have screened off the best busi- 
ness, leaving the dregs with the 
brokers.” He further stressed that com- 
pany-agent relationship is in need of a 
change. 

Questioned on this definition of factors 
determining “good” and “bad” com- 
panies, Mr. Milbrandt maintained that 
good companies use discretion in seiece- 
ing agencies, They do not appoint agents 
indiscriminately, he explained. 

Cirlin Urges Complete Revision 

When the hearing reconvened after 
lunch, Edward Cirlin, president of the 
Kings County Insurance Brokers Asso- 
ciation, Inc. of New York, created a 
slight stir when he told the committee 
“a complete revision is in order.” 

“Corporate confusion is everywhere 
in the insurance business.” he said, 
“Brokers are being whipped into loss 
of market. The Assigned Risk Plan is 
used as reducing the broker’s commis- 
sion.” 

Mr. Cirlin 


urged non-cancellable, 


guaranteed renewable auto policies, “All 
risks should be ratable and writable,” the 
snapped. He advocated that policies 
should only be cancellable “for non-pay- 
misrepresentation, 


ment of premium, 








LT <r 


fraud or a revoked license.” 

He stressed an arbitration board of 
medical experts (Details given in The 
[astern Underwriter, July 22 issue) and 
a 30-day limit for premium payment in- 
stead of the current 15 days. 

The attack on company cancellations 
continued as Andrew L. Roca Brook- 
lyn broker, expressed his grievances, 
Calling for a “free insurance market, 
Mr. Fasano declared that legislature 
should permit other companies which de- 
sire “unwanted” auto insurance, to oper- 
ate in New York 

Mr. Fasano further testified that he 
was asked to produce 15 other policies 
after one of his auto insureds suffered 
a loss. When he told the company he 
could not, his auto business was can- 
celed. 

He then related how he went to sev- 
eral companies to place his auto business 
but they all forced “tie-ins” with other 
lines. All his auto insureds are now 
placed with another agency. 


Henry Abrams on Stand 


“One thing hasn’t been mentioned,” 
said Henry H, Abrams, Brokers Asso- 
ciations’ Joint Council of New York. 
“Not only does a broker lose his auto 
business if one loss is suffered, but a 
company often threatens to wipe out the 
rest of the broker’s business for all this 
other accounts, if this particular insured 
is not cancelled.” 

Mr. Abrams told the committee that 
the auto cancellation issue is brought 
up at every meeting of h‘s association 
and that a legislative inquiry is strongly 
urged, 

Witness Balks at Questions 

The hearing later became re:n‘niscent 
of the James Hoffa investigations when 
Mr. Wikler asked Long Island City 
Broker Anthony Gallo to read a letter 
he had written to one of h’‘s clients in 
June informing him that tiie company 
requested the insured’s policy cancelled. 

“No,” said Mr. Gallo. 

“No what?” Mr. Wikler said. 

“T won't read the letter.” 

“Why not?” Mr. Wikler asked. 

“When I wrote the letter informing 
my client that he would be cancelled,” 
Mr. Gallo stated, “I assumed many 
things. Besides, all the other witnesses 
today were lawyers.” 

“They were not all lawyers,” Mr 
Wikler told him. “Read the letter.” 

Mr. Gallo picked up the letter, then 
put it down. 

“I’m not saying anything,” lhe told the 
committee, “I’m not taking anybody 
down to the woods.” 

Senator Condon took off his glasses and 
leaned toward Mr. Gallo. “Read the 
letter,” he said, Mr, Gallo read the 
letter. 

At the end of the hearing Senatot 
Condon announced that the next meet 
ing would be in the latter part of Sep- 
tember, somewhere in Nassau Counly. 
If anything of importance was ascel 
tained from Mr. Gallo’s letter, or from 
any other testimony, the committee was 
not saying—at least not at the present 
time. 
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ANSWERS MERIT PLAN CRITICS 





Maryland Ins. Agent Chairman J. C. 
Hlavin Says Over 80% of Auto Plan 
Insureds Will Benefit 
Criticism of the new Maryland auto 
merit rating plan has been assailed by 
joseph C. Hlavin, Maryland Associa- 
jon of Insurance Agents’ chairman, at 
a legislative hearing of the State Motor 
Vehicles Committee. 
Replying to several unfavorable com- 
ments made by some legislators on the 
committee concerning merit rating as 
3 profit-making scheme, Mr. Hlavin 
said: ’ ; 
“Certainly, the insurance companies 
would like to show a profit on automo- 
hile insurance. They have lost hundreds 
of millions of dollars in this field in the 
ast ten or 12 years, but representation 
of the safe driver plan introduced in 
Maryland on June Ist by 240 companies 
as a ‘profit making scheme’ is a com- 
plete falsehood. The plan was devised 
4s a competitively priced product, which, 
at the same time, will save money for 
tens of thousands of motorists and aid 
the cause of highway safety in Mary- 
land. More than eight out of every ten 
car owners insured ‘by these 240 com- 
panies will benefit from premium reduc- 
tions as a result of the safe driver plan. 
“It is also charged that the plan was 
not technically a merit plan because 
it does not take into account the rec- 
ords of individual drivers. This is a 
common misconception of automobile 
ating procedures. 
“Insurance companies for many years 
have been writing insurance on the car 
rather than on its individual drivers. 
No sound and tested method of apply- 
ing the merit rating principle to the 
individual driver has yet been found. 
A car which is shared customarily by 
two or three members of a family, all 
of whom are law abiding and careful 
is quite obviously a better insurance 
risk than a car sometimes driven by a 
member of a family with a clear record 
and at other times operated by a hus- 
band or wife who has demonstrated a 
tendency toward accident proneness. 
“The plan is in no sense unfairly dis- 
ctiminatory. In relating premiums to the 
driving records of the preceeding three 
years, the plan merely uses past per- 
formances as a gauge of probable acci- 
lent proneness in the future. Studies 
have shown beyond doubt that persons 
who have had accident or who have been 
convicted of serious traffic violations are 
more likely to have accidents in the fu- 
lure than are persons with clear records. 
“It is sincerely hoped by the 240 com- 
panies and the thousands of Maryland’s 
independent insurance agents who rep- 
resent these companies, that the use of 
the plan will serve to encourage more 
careful driving to promote highway 
salety. What could be a more natural 
or better descriptive lable than ‘safe 
(river insurance plan?’ 
“As to the publicity given to the in- 
troduction of the plan, information was 
given to the newspapers, including the 
lact that those persons who have blots 
on their driving record will pay higher 
rates than those with clear records. 
“So far the plan has been requested 
voluntarily by thousands of Maryland 
motorists and is proving it’s merits 
through the public acceptance. Our 
agents are finding that in excess of 80% 
ot the policies now being written are 
tligible for the merit reduction.” 


National Bureau Will Add 
Five New Members Augyist 1 


Five companies of the Conimercial 
Union-North British Group have been 
lected to membership in the National 
Bureau of Casualty Underwriters ef- 
'ective August 1, William Leslie, Jr., 
general manager of the NBCU, an- 
nounced, 

he new members are: Central Surety 
and Insurance Corp., North British and 
Mercantile Insurance Co, Ltd., The Com- 
Nonwealth Insurance Co. of New York, 
The Mercantile Insurance Co. of Amer- 
‘a and The Pennsylvania Insurance Co. 
With these additions NBCU member- 
ship numbers 98. 





‘Industry Will Help Break 
Judicial Backlog’: Halsey 


Speaking for Illinois casualty com- 
panies Vice President Charles H. Hal- 
sey, Federal Mutual of Illinois, said re- 
cently at Danville that the insurance 
industry shares public concern about 
the massive court congestion in personal 
injury cases and will cooperate heartily 
in sound measures to break the judicial 
backlog throughout the state. 

The casualty industry, as a matter of 
policy, seeks first to settle personal 
claims without litigation and second to 
speed up cases that actually reach the 
courts, Mr. Halsey emphasized. ; 

A member of the American and Illi- 
nois Bar Associations and the Decatur, 
Ill. Bar, the speaker reviewed problems 
of court congestion before a meeting of 
the Danville Lions Club. Besides being 
a legal and claims expert for the Kem- 
per Companies, Mr. Halsey also ap- 
peared as a representative of the IIli- 
nois Insurance Information Service and, 
as such, was reflecting the position of 
the 19 principal casualty companies which 
have their home offices in Illinois. 


Old Security Casualty is 


Now Licensed in Missouri 
Old Security Casualty has received 
certification to operate in Missouri un- 


der a multiple-line charter, J. Frank 
Hudson, chairman of the board, has 
announced. 


The company will operate as an in- 
dependent firm, developing business 
through the agency system. During its 
developmental period, the writings will 
be confined to automobile physical dam- 
age coverage, Mr. Hudson said. Applica- 
tions are on file to expand operations 
into other states. The company started 
with paid-in capital of $400,000 and, sur- 
plus of $100,000. 

In addition to Mr. Hudson, the other 
company officers include A. J. Blasco, 
president; J. R. Churchman, CPCU, 
vice president and general manager; 
George D. Gee, vice president and sec- 
retary; Paul Hamilton, Jr., vice presi- 
dent; John T. Nestor, treasurer; R. C. 
Timpe, assistant vice president—under- 
writing and claims and Angela R. Hoedl, 
assistant secretary. 

Headquarters for the new company 
will be located in the new Old Security 
Life building, Kansas City. 


= 


New Jersey CPCUs Re-elect 


Anderson, Hear Fuerstein 


At last months meeting, the New Jersey 
CPCU’s elected Donald Anderson, re- 
search director of the Great American 
Indemnity to an unprecedented second 
term as president for 1960-1961. Serving 
with him will be Peter Thistle, of Birt- 
whistle and Livingston as first vice pres- 
ident, Edward Lifson of the Binder- 
Lifson Agency as second vice presidené, 
Norman Spector as treasurer and Ken- 
neth R. Gesner of Marsh and McLennan, 
Inc. as secretary. 

After the election Harold Fuerstein, 
noted Newark attorney, addressed the 
group on the implications to the insur- 
ance world of the recent New Jersey 
decision against the Chrysler Corpora- 
tion’s written contract with its customer 
releasing the company from their im- 
plied warranty to provide a product fit 
for safe use. Mr. Fuerstein also com- 
mented on the New York right to con- 
tract law forbidding insurance companies 
to file rates based on commission lower 
than those that they are at that time 
paying. 
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Through Prudential’s Brokerage Services” can help make sure that £ 
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Terminology Committee Standardizes 


Definition of 


“Health Insurance: Insurance against 
loss by sickness or accidental bodily in- 
jury. (Sometimes called ‘Accident & 
Sickness’ or ‘Accident & Health’ insur- 
ance and sometimes also used to mean 
insurance covering only sickness or 
medical expense.)” 

This is the standardized definition of 
Health Insurance decided upon by mem- 
bers of the Committee on Health In- 
surance Terminology meeting last week 
in New York at the offices of the Health 
Insurance Association of America. 

The committee, headed by B. J. Faulk- 
ner, president, Woodmen Accident & 
Life, is a subdivision of the Commission 
on Insurance Terminology established 
approximately 18 months ago by the 
American Association of University 
Teachers of Insurance and headed by 
Davis W. Gregg, president, American 
College of Life Underwriters. 


The definition of Health Insurance 
quoted was agreed upon with instruc- 
tions to the committee editor, R. W. 


Osler, president, Underwriters National, 
Indianapolis, to add such further ex- 
planatory material as might seem de- 
sirable, including, perhaps, recommenda- 
tions for use of the term. 

In further actions at 
meeting the committee agreed upon 
definitions of “Accident Insurance” and 
“Sickness Insurance” and established a 
tentative classification system of health 
insurance terminology. 

“Accident Insurance,” the committee 
decided, is to be defined: “A subdivision 
of health insurance against loss by acci- 
dental bodily injury.” It instructed the 
editor to add necessary explanatory ma- 


the day-long 


terial and to include the “accidental 
means” distinction. 
“Sickness Insurance,” the committee 


subdivision of 
loss by sick- 


further 
health 
ness.” 


decided, is “A 
insurance against 
The editor was instructed to 
include in explanatory material preg- 
nancy, mental illness, and certain forms 
of preventative and diagnostic medicine 
as subjects for sickness coverages. 
Eight Dimensions Established 


The classification system tentatively 
agreed upon by the New York meeting 
establishes eight “dimensions” with 
varying sub-divisions under each. 

- Perils 

A. Accident 
B. Sickness 


to 


. Contractual Arrangement 
A. Group 
B. Ind-vidual 


C. Blanket 


(including family policies) 


w 


Types of Losses 

A. Accidental Death 

B. Dismemberment and 

C. Loss of 
sumptive) 

D. Medical 


sight 
(real or pre- 


loss of 


earned income 


expense 


> 


. Basis of Payment 

A. Valued 

B. Reimbursement 

C, Service 

Types of Benefit 

A. Accidental death 

B. AD&D 

C. Income 

D. Expense 

Kinds of Companies 

(While establishing this category, the com- 
mittee deemed the matter of terminology 
under it to be in the province of the com- 
mittee on general insurance terms under 


Dr. Ralph Blanchard.) 


7) 


on 


“Health Insurance” 


7. Continuance Provisions 
A. Individual 
1. Non-cancellable 
2. Guaranteed renewable 
3. Limited renewal right 
4. Optionally renewable 
5. Cancellable 


contracts 


6. Non-renewable 


B. Group contracts 


1. Guaranteed renewable as to master poli- 


cy 
? 


2. Discontinuable at any renewal 


3. Guaranteed during continuance of em- 
ployment 
4. Cancellable as to a 


group 


class within a 


8. Methods of Merchandising 
(This 
the province of the 
terms.) 


category was also deemed to be in 


committee on general 


The classification system 
was not considered in final form, the 
task of refinement being assigned to 
Mr. Osler. The discussion of this 
tem developed some interesting 
lights. For instance, it was decided 
that “franchise” cannot be clearly 
enough defined to ee. a sub-divi- 
sion itself but should be “woven into 
the framework” somewhere. There was 
also doubt expressed that there are any 
usuable (as far as terminology goes) sub- 
divisions under #7, it not being com- 
mon to refer to Group by type of con- 
tinuance provision. 

The meeting adjourned with the agree- 
ment that depending on the progress 
of the editor in the explanatory and 
refining jobs assigned him, another meet- 
ing would be called in approximately six 
months. Dr. Blanchard asked if Mr. 
Osler intended to relinquish his regular 
job and spend full time on the work of 
the terminology committee; and Mr. 
Osler made an estimate that it would 
take a good five years to complete the 
work assigned at the meeting and get 
final committee agreement. 

Thirteen of the committee’s 22 regular 
members, one of two ex-officio, one sub- 
stitute, and two observes were present. 


developed 


Sys- 


side- 


Members Present 


Regular members present were E. J. 
Faulkner; Dr. S. S. Huebner, president 
emeritus, American College; W. A. 
Milliman, FSA, Milliman & Robertson, 
Seattle; J. H. Smith, underwriting vice 
president, Equitable Society; R. F. Kil- 
lion, second vice president, Metropolitan; 
Jarvis Farley, secretary-treasurer and 
actuary, Massachusetts Indemnity & 
Life; Dr. R. H. Blanchard, editor of 
McGraw Hill’s insurance series; Dr. O. 
D. Dickerson, Florida State University ; 
James Williams, vice president, Health 
Insurance Institute; R. W. Osler; Ar- 
mand Sommer, vice president, Continen- 


tal Casualty; J. F. Follmann, Jr., HIAA; 
Robert R. Neal, general manager, 
HIAA; and Moses Hubbard, general 
counsel, Commercial Travelers. Ardell 
Everett, second vice president, The Pru- 
dential, was represented by James J. 
Olsen, associate actuary. Present as an 
ex officio member was Dr. Davis W. 
Gregg, president, American College of 


Life Underwriters, and chairman of the 
parent Commission on Insurance Termi- 
nology. Observers were W. W. Dotter- 
weich, American College, and Ray Melvin 
assistant director of company relations 


for the HIAA. 


Fed’! Credit Disclosure 
Act Will be Enacted 
SEMER PREDICTS AT CCIA MEET 
Consumer Credit Insurance Association 
Also Hears Martin, Boehm, Goldsmith; 
New Officers Elected 


Ultimate enactment of a Federal credit 
disclosure act, was forecast by Milton P. 


Semer, counsel to the Senate Banking 
and Currency Committee, in a recent 
address to the ninth annual convention 
of the Consumer Credit Insurance As- 
sociation, at Hot Springs, Va. 

It is doubtful, however, Mr. Semer 
added, that Congress will take final ac- 
tion on the measure during the short 


after recon- 
The bill al- 


has been approved by a senate 


time it will be in session 


vening early next month. 
ready 
banking and currency subcommittee, he 
the 


and un- 


clear 
full committee and the Senate, 
doubtedly will be 
hearings when it 


pointed out, but still must 


extensive 
House. 


subject of 
the 

One of the principal issues which must 
be resolved before the measure is passed, 
he emphasized, is treatment of credit life 


reaches 


and credit accident and health insurance 
in relation to the overall “finance 
charge” involved in a time-payment con- 


tract. 
Hollenbeck Succeeds Martin 

Dwight W. Hollenbeck, president of 
the Credit Life Insurance ‘Co., Spring- 
field, Ohio, was elected president of the 
Association for the coming year. He 
succeeds William F. Martin, vice presi- 
dent of Stuyvesant Insurance Co., Allen- 


town, Pa., who was named board chair- 
man. 
Other 
Kopp, 
Los Angeles, 
Charles T. 


officers elected were Charles L. 
counsel of Pacific Fidelity Life, 
financial vice president ; 
Hargrove, executive vice 
president of American Bankers, Miami, 
first vice ~president;. William J. Walsh 
gefleral counsel and treasurer, and Wil- 
liam M. Busch, secretary. 
Effective control,” a 
in retrospective automobile 
damage underwriting, can be achieved 
through careful reviews of each indi- 
vidual account-and close personal con- 
tacts with highly qualified agents, Mr. 
Martin to!d the convention. 

A new approach by Stuyvesant, pegged 
to the basic principles that large volume 
business is generated through big agen- 


key factor 
physical 


“loss 


cies in large metropolitan areas, has 
proved highly successful since under- 
taken three years ago, he said. 


The company’s volume of automobile 
business has increased 200% over 1958, as 
against an increase in unearned premium 


volume of approximately 30% for the 
rest of the industry, and its loss ratio 
has decreased about. 17% on this in- 


creased volume, the speaker pointed out. 
Furthermore, Mr, Martin stated, by 
providing the agent with good loss con- 


trol, “he could better serve his customer 
with speed, courtesy and’ accurate ad- 
justment, with the result that satisfied 


customers led new ‘business to his door.” 
Boehm Hits Merit Rating 

Merit rating and safe driver insur- 
ance plans “represent nothing more than 
a drastic attempt to curtail or impede 
the progress of the so-called cut-rate, 
specialty, or direct writer companies,” 
and it is becoming more and more ap- 
parent that the “current cloak of re- 
sponsibility surrounding these plans is 
fast becoming a rather ill-fated strait 
jacket,” it was charged by Fred Boehm, 
vice president and general counsel of 
the St. Louis Insurance Group. He said 
further: 

“Certainly that seems to be the case 
in Texas where only one plan may be 
used—the compulsory Texas safe driving 
plan. In Texas the rates are promulgated 
by the board and are uniform for .all 


(Continued on Page 29) 


CHOICE 


POSITIONS 


M. West—A & H Undr. Mgr. $ 
South—A & H Training Director 
East—A & H Supervisor 

M. West—A & H Prod. Manager 
M. West—A & H Sales Manager 
M. West—A & H Sales Supervisor 
M. West—Individual A & H Supv. 
East—A & H Underwriter 

M. West—A & H Underwriter 

M. West—Individual A & H Supv. 
W. Coast—A & H Sales Trainer 
M. West—Asst. Mgr. Group Clms. 


for "HOW WE OPERA 





330 S. Wells St., Chicago 6, 
HArrison 7-9040 





wes 4 fy fn fn hor, hr, hr, Lr, Le, An, th 


SEC FILING 


vvvvvvvvvvvvy: 


ACCIDENT & HEALTH 
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NOW EFFECTIVE 


Underwriters National Assurance of In- 


dianapolis to seek Brokerage 


From 


Agents, GAs, Reinsurance 


The Securities Exchange Cor 
filing of the new Underwriters 
Assurance of Indianapolis, be 
July 22. 
240,000 par $2.50 s 


fective on 
lic issue of 


nmission 
National 


came el- 
This covers a pub- 


hares to 


be sold at $7.50 to qualify the company 
in capital and surplus for a certificate 


of authority from the Indiana | 
Department. 
first company in Indiana histor 


a first stock issue with SEC. 


Founders of the company, w 
February 
former 


Co.j. 7 


its charter on 
Osler, president, 
The Rough Notes 
Peterson, 


ceived 
R. W. 
president, 
Harold 
dent, 


A. ge 3 


executive vice 


American United Life; 


nsurance 


This is.believed to be the 


y to file 
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16, are 


vice 


presi- 


“gga superintendent of agencies, 


Donald 


Da president & Associates, former 


executive director, 


Montgomery, M D; Hastings 


GAMC; W. 
A, Smith, 


Foster 


CLU, general agent, New England Life; 


and J. R. Townsend, Sr., 
retired, Equitable of Iowa, 
dianapolis; William Harmelin, 
Harmelin Agency, 
son, attorney, 
ard Somes, 
Evansville, 
trict agent, 


CLU, Connecticut 
Ind.; Max Sloan P: 
Penn Mutual, and 
5S. Gordon, attorney, both of 
ton, Ind.; Richard J. Moser, 
agent, Northwestern Mutual, 
bany, MDRT; J. Erwin Walsh, 
cut Mutual, Muncie, Ind.; and 
A. Racuch, Seay & Thomas, 
bankers, Chicago. 
don are directors. 


and Herbert 


both of New York; Bay- 


general agent 
all of In- 


MDRT, 
Robin- 


Mutual, 
tts, dis- 
William 


Hunting- 


district 


New Al 
Connecti 


Richard 


mortgage 
All except Mr. Gor 


The company is licensed Class I (life 


and health) but will concentrate om 
health insurance alone. It will ve 
brokerage from agents and_ genera 


agencies and reinsurance. 
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Optional Coverage of 
Aged Endorsed by GOP 


AT CONVENTION IN CHICAGO 





Republican Platform Supports Nixon’s 
Views, Backs Administration; Aid 
Only to ‘Neediest’ 





A medical care program for the aged 
providing aid through an optional con- 
tributory health system was endorsed 
this week in Chicago by the Republican 
platform committee. ‘ 

In substance the plank followed Mr. 
Nixon’s views, although the agreement 
over principle came about after a con- 
ference with New York’s Governor 
Rockefeller. It is known that Mr. Nixon 
favors the Administration plan now be- 
fore Congress, while Mr. Rockefeller 
jeans toward the principle endorsed by 
the Democratic party—financing medical 
care through contributions to the Social 
Security System. 

Essentially the GOP plank amounts to 
a re-aflirmation of support for the Ad- 
ministration’s program which would be 
optional; would cover only persons of 
limited means and would require state 
contributions. 

The platform states that the option 
of buying private insurance is “a vital 
distinction” between the Republican and 
Democratic approaches. The GOP be- 
lieves its system would encourage com- 
mercial and voluntary insurance organ- 
ations to continue to insure a greater 


public. 
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companies, regardless of the operating 
ability of the company.” 
Al Goldsmith Testimony 

The development of Washington as the 
“focal point of the insurance industry” 
has become increasingly evident over the 
past year, and Federal problems of con- 
cern to the credit insurance field are 
arising in ever-increasing volume, ac- 
cording to Al Goldsmith, editor of the 
Washington Insurance Newsletter. 

Mr. Goldsmith cited the following cur- 
rent issues of principal importance to 
the credit insurance field: The establish- 
ment of overseas ré-insurance subsidi- 
aries by credit insurance companies, al- 
legedly as a tax-avoidance scheme, now 
being investigated both by the Treasury 
Department and the Senate Judiciary 
Antitrust Subcommittee; a continuing 
study by the Internal Revenue Service 
to determine whether past underwriting 
earnings of so-called “captive” credit 
life companies properly may be allocated 
as profit to their parent finance com- 
panies instead of being classified as non- 
taxable premium income of the sub- 
sidiary under the now-repealed life com- 
pany statute which levied a tax only on 
investment income; legislation to make 
effective in the District of Columbia 
acredit life and credit A. & H. regula- 
tory statute along the lines of the 
NAIC’s model bill, and the measure to 
act. 

This bill, spearheaded by Sen. Paul 
H. Douglas (D., Ill.) and approved by 
his Senate Banking and ‘Currency sub- 
committee, requires disclosure of finance 
charges—in terms of simple annual in- 
terest—which “include charges however 
labeled if they are incident to the ex- 
tension of credit,” Mr, Semer com- 
mented. 

The question with regard to credit in- 
surance which must be resolved is 
whether this is a charge “incident to 
the extension of credit,” as defined by 
4 set of criteria, of which the principal 
standard is “whether the borrower is re- 
quired to pay the charge as a condition 
of obtaining the credit.” 

Although the treatment of credit insur- 
ance has not been finally resolved, he 
Stated, one line of reasoning based on 
these criteria holds that standard auto- 
mobile insurance is not incident to the 
*xtension of credit, even though it may 
Me required by the lender, because “it 
San expense normally incurred by the 
thtor whether he borrows or not.” 


Acrea and Robb to Head General Agent Assns. 


JAMES A. ROBB, JR. 


D. L. “Bert” Acrea and James A. 
Robb, Jr., have been elected presidents 
of the Western and Midwest General 
Agents’ Associations of Mutual of 
Omaha and United of Omaha. 

The elections were held at the or- 
ganizations first joint meeting, recently, 
at the Broadmoor Hotel, Colorado, 
Springs, Col. 

Mr. Acrea, a veteran of 37 years with 
the companies, presently serves as gen- 
eral agent for the state of Nevada. 
Mr. Robb holds the companies Minnea- 
polis office. 

About 65 members and wives attended 
the three-day meeting which features 
seminars of field managers and home 
office presentations. Mutual President 
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D. L. ACREA 


V. J. Skutt and United President N. 
M. Longworth both participated in the 
program, 





GAB’S NEW MACON MANAGER 
Ransom G. Cross, who has been Gen- 


eral Adjustment Bureau’s adjuster-in- 


charge at Valdosta, Ga., has been pro- 
moted to manager at Macon. He suc- 
ceeds L. F. Lyda who has resigned. 
Succeeding him as resident adjuster is 
J. A. McAllister, formerly a senior ad- 
juster at Gainesville, Ga. 
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BARTELS NAMES HIAA HEADS 


Health Insurance Assn. of America 
President Appoints Committee Chair- 
men and Vice: Chairmen 
Millard Bartels, chairman, insurance 
executive committee of The Travelers, 
current president of the Health Insur- 
ance Association of America, has named 
the following executives to serve as 

HIAA committee chairmen. 

Actuarial and statistical—D. J. Schon- 
berg, vice president, Mutual of Omaha; 
administrative—J. Henry Smith, under 
writing vice president, The Equitable 
Society; credit accident and health — 
Maurice R. Greenberg, vice president 
and counsel, Continental Casualty; eco- 
nomics of financing medical care—C. 
Manton Eddy, senior vice president, 
Connecticut General Life; education 
Albert E. Haskell, director, individual 
A. & S. department, Liberity Life of 
South Carolina; Group insurance—Ed- 
ward A. Neumann, vice president and 
actuary, The Prudential; individual in- 
surance—Harry L. Graham, secretary, 
A. & S. department, Bankers Life: leg- 
islative—Milton A. Ellis, second vice 
president, insurance relations, Metropoli- 
tan Life; membership and ethical stand- 
ards—Robert L. Davis, CLU, vice presi- 
dent, American General Life; nominat- 
ing—V. J. Skutt, president, Mutual of 
Omaha. 

Appointed committee vice chairmen 
were: Actuarial and statistical—Edwin 
L. Bartleson, second vice president and 
associate actuary, The Prudential; ad- 








ministrative—Robert D. Wisely, vice 
president and treasurer, The North 
American Co. for Life, Accident and 


Health Insurance; credit accident and 
health—B. M. Anderson, vice president 
and counsei, Connecticut General Life; 
economics of financing medical care— 
Donald D. ‘Cody, second vice president 
and Group actuary, New York Life; 
education—James T. McCrystal, assist- 
ant vice president, Home Life; Group 
insurance—L, M. Cathles, Jr., vice presi- 
dent, Group division, Aetna Life; in- 
dividual insurance—Peter J. Burns, as- 
sistant vice president, New York Life; 
legislative—Barry L. Oakes, executive 
vice president, Republic National Life; 
membership and ethical standards — 
Richard E. Pille, president, Security 
Mutual Life of New York; nominating 
—H. Clay Johnson, executive vice presi- 
dent, Royal-Globe Insurance Group. 





A. & H. Committee Members 
Named by Beery of NAIC 


Sam N. Beery, Colorado Insurance 
Commissioner, who is president: of the 
National Association of Insurance 'Com- 
missioners, has announced the following 
members of his A. & H. committee: 

Chairman—Zack D. Cravey, Georgia; 
vice chairman—John J. Holmes, Mon- 
tana. Other members include Charles 
H. Silva, Hawaii; William E. Timmons, 
Iowa; Walter Dell Davis, Mississippi; 
William E. Grubbs, Nebraska; Donald 
Knowlton, New Hampshire; Edward A. 
Stowell, Ohio; Hartley F. Roberts, 
Rhode Island; Carl A. Hurlbert, Utah, 
and C. Judson Pearson, West Virginia. 





FTC Complaint Dismissed 


The Federal Trade Commission has 
dismissed its complaint charging Life 
Insurance Company of America, Wilm- 
ington, Delaware, and five officials with 
misrepresenting the benefits of A. & H. 
insurance policies. 

The FTC granted a motion by re- 
spondent’s counsel for discontinuance of 
the proceeding, which was pending be- 
fore the FTC on their appeal from an 
initial decision by Hearing Examiner 
Loren H. Laughlin. 

The motion stated that the company 
was dissolved as of December 17, 1959, 
and that its business was reinsured by 
Guarantee Reserve Life of Hammond, 
Indiana, the respondent in another case 
now pending before the FTC. Com- 
missioners William 'C. Kern and Edward 
T. Tait did not participate in this action. 
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Thore Examines Old-Age Health Care 
Proposals; Lists Factors Involved 


Factors which should be weighed be- 
fore coming to a conclusion concerning 
Social Security legislation incorporat- 
ing health care plans for the aged, were 
offered by Eugene M. Thore, vice presi- 
dent and general counsel of the Life In- 
surance America, last 
week in Montreal before the President’s 
the National Life of 


Association of 


Club meeting of 
Vermont. 

Pointing out that proposals for a gov- 
ernment health care program now has 
strong support from both political par- 
ties. Mr. Thore remarked: 

“Currently the administration is ad- 
vocating a voluntary program of medi- 
cal care for senior citizens based upon 
income test. Some individuals would 
pay $24 per year for the coverage— 
others, who do not pay an income tax, 
would pay nothing. A third group of 
individuals with higher incomes would 
not be eligible for participation. As to 
those who elect to be covered, the state 
and Federal governments would share 
the cost over and above the individual’s 
contribution. This is referred to as the 
Flemming plan. 

“The cost of the Federal government’s 
part would be paid out of general rev- 
enue. The income eligibility test would 
be quite liberal ($2,500 per annum for 
an individual. $3.800 for a couple). Ap- 
proximately 80% of the population over 
age 65, excluding those on old age as- 
sistance, would qualify for the proposed 
medical care protection. 

“On the other hand.” Mr. Thore said, 
“the majority partv in Congress is ad- 
vocating a medical care plan for the 
aged as a part of the old age and sur- 
vivor disability insurance svstem along 
the lines of the Forand bill or its many 
variations. The Democratic Party Plat- 
form now includes such a proposal. The 
cost of the proeram would be financed 
through an increase in the pavroll tax. 

“Tt is estimated that a modest pro- 
eram of henefits would require an ad- 
ditional one-quarter of 1% pavroll tax 
on emploves and a similar amount on 
emplovers. A more generous nroeram 
would involve a tax on one-half of the 
one percent for each.” 

In reviewing other alternatives, the 
speaker brought out that “another ap- 
proach to the nroblem was adopted re- 
cently by the House of Representatives 
as a part of a hill incorporating a num- 
her of Social Security act amendments. 
The House bill would leave the problem 
entirely to the states, with the Federal 
government assuming roughly half of 
the cost. Legislation in the 50 states 
would be reanired and the number of 
peonle covered would depend upon the 
need tests adopted in the various states 

“The House plan is not a prepaid 
plan and is viewed as a minimum ap- 
proach to the problem. It is doubtful 
whether the House bill, if enacted, would 
dispose of the basic issue. It could 
serve. however. to delav further action 
until more study could be given to the 
subiect. When this bill! was considered 
by the Senate Finance Committee it was 
apnarent that both the administration 
and the majoritv partv members felt that 
an additional prepaid insurance program 
was also needed 


Administration’s Plan Would Exclude 
Three Million People 


“In evaluating the Flemming plan and 
the Social Security approach. it is quite 
obvious that either one would cover so 
manv aged individuals that only a few 
of those over age 65 would be interested 
in voluntary protection. It is generally 
agreed, however, that the administration 
plan would exclude approximately three 
million people who might be interested 
in providing their own coverage through 
insurers. Whether in the léng run the 
administration plan could be so cir- 


cumscribed is debatable. Both its ex- 
clusion clauses and the state responsi- 
bility provisions would undoubtedly at- 
tract strong political pressures. In the 
end such a plan could cover almost 
everyone over age 65 with the Federal 
government paying most of the cost out 
of general revenue.” Mr. Thore con- 
tinued: 

“Another point to be considered is 
the risk of vertical expansion below age 
65. On the one hand, it is contended 
that the age 65 cut off could not be 
maintained in the face of political pres- 
sure, if a Social Security plan is adopted. 
On the other hand, eligibility based upon 
a liberal income test may also be difficult 
to maintain, since many individuals be- 
low age 65 might be in a position to 
satisfy such tests, particularly if un- 
employed as a result of illness. 

“Beyond this containment issue is a 
more basic and pervasive problem which 
can be stated as follows: Assuming a 
government prepaid medical care pro- 
gram for the aged which covers a high 
percentage of those over age 65, should 
the program be financed through the 
payroll tax mechanism or should it be 
financed out of general revenue?” 

Outlines Factors 


Some of the factors that should be 
weighed in coming to a conclusion on 
this issue were outlined by Mr. Thore 
as follows: 

“(1) Under the Social Security payroll 
tax approach the Congressional com- 
mitteee enacting the legislation is also 
responsible for financing the cost of the 
additional benefits. 

“(2) In the case of general revenue 
financing, the committee recommending 
changes would have no responsibility for 


raising the revenue to meet the cost 
of the additional benefits. Under the 
general revenue approach the cost of 


benefits must be appropriated independ- 
ently and generally where legislation 
has been enacted the appropriation is 
forthcoming. 

“(3) If benefits are over-liberalized 
the general revenue approach could re- 
sult in deficit financing and thus con- 
tribute to inflation. The payroll tax 
is also inflationary in that it increases 
the cost of goods and services. 

“(4) The financing of a broad medical 
care program for the aged out of gen- 
eral revenue could establish a new pre- 
cedent which might spread to the old 
age and survivor disability insurance 
system, in which event future liberaliza- 
tions of that system might be financed 
through a combination of payroll tax 
and general revenue.” 


Hike Grand Rapids Employe 


. . . 
Hospitalization Plan Prems. 
Premiums will be increased materially, 

starting in August, for the Grand Rapids, 
Mich., emplove hospitalization program 
which was adopted a vear ago when the 
municipality, on a bid analysis hasis, re- 
placed Blue ‘Cross coverage with a plan 
offered by Nationwide. 

Monthly cost for the 1.400 individual 
emploves will be increased from $4.85 to 
$5.85, it was disclosed. The increase was 
explained as necessary because of loss 
experience. The projected total claims 
bv the end of August will amount to 
$185,000 while total premiums for the 
year will total $202,000. The company 
maintains that a premium volume of 
$266,000 will be necessary for the coming 
year. 

The municipality pays the initial em- 
ploye premium cost, with dependents’ 
coverage financed by the employes. 

Berton G. Braun, administrative as- 
sistant, said that losses amounted to 
141% of total premiums paid in June, 
the bulk of the claims coming ‘from de- 
pendents and retired persons included 
in the program. 





RATES UP IN BATTLE CREEK 


Poor A. & H. Experience in Other Mich. 
Cities Prompts Federal L. & C. to 
Raise Employe Group Rates 

Adverse experience in hospitalization 
coverage reported earlier in other Mich- 
igan cities, has resulted in a rate increase 
for the City of Battle Creek employe 
group covered by Federal Life & Casu- 
alty, which has its home office there. 

City officials revealed they were pre- 
paring a letter to employes explaining 
the $1.83 per-month increase and _ pro- 
viding a comparison with somewhat 
comparable coverage by Blue Cross- 
Blue Shield. The new rates became 
effective July 1. 

The city contract includes health, ac- 
cident and group life, with the munici- 
pality absorbing the cost for individual 
employes and employes paying the cost 
for covering dependents. The poor ex- 
perience covers several years. 

The explanatory communication noies 

that losses exceeded premiums even with- 
out considering administrative costs. The 
company said the coverage is being pro- 
vided “at cost,” with no effort to show 
a profit on the line. 
_ During the 3%-year life of the exist- 
ing contract, it was noted, Federal Life 
has written covegage on 470 city workers, 
collecting $228,048 in premiums but pay- 
ing losses of $257,127. It was stated that 
Blue Cross-Blue Shield coverage, on 
the type of contract written for em- 
ployes earning more than $5,000 yearly, 
costs, including a recently authorized 
Blue Shield rate boost, $20.50 monthly 
tor family coverage, compared with 
$19.19 under the Federal Life & Cas- 
ualty plan. 

The city commission asked the com- 
pany to adopt the rate increase on a 60- 
day trial basis only, to permit study of 
the over-all insurance program, in view 
ol a statement from company officiais 
that claims for the past six months 
have been cut some 12%, as compared 
with 1959, 


California Life Writes 
$385,530 Individual A. & S. 


California Life is continuing to smash 
all its previous records in Ordinary Life, 
Individual Accident & Sickness, ‘Group 
Life and A. & S. sales, said William 
H. Fissell, CLU, vice president and di- 
rector of agencies. 

Mr. Fissell, reporting on the business 
written during the six month period end- 
ing June 30, announced that new ap- 
plications for individual A. & S, reached 
3,369, while premiums totaled $385,530, 

Written Ordinary Life business to- 
taled $19,247,673, more than 400% in- 
crease over the corresponding period of 
1959. This also was more than the en- 
tire amount of life insurance written last 
year. 

Group, during the six months, showed 
$14,228,000 of life volume placed in force 
with 7,548 lives covered under new con- 
tracts. Group A. & S. premiums for ihe 
first six months totaled $715,131. 

Mr. Fissell explained that the results 
have been made possible through the 
development of existing agencies and 
the addition of new agencies in the 17 
states and the District of Columbia in 
which the company is now operating. 


Analyzing 34 Bids Received 
For Flint’s Group Ins. Pro. 


E. Rodman Sutton, insurance consult- 
ant of Flint, Mich., is tabulating and 
analyzing 34 bids received by the city 
commission for a group life and acci- 
dent program to be provided for muni- 
cipal employes. 

Previously the commission rejected 
32 bids on the basis of Mr. Sutton’s 
advice. He said new bids would be 
necessary to obtain all of the informa- 
tion required to determine the most 
advantageous proposal after it had been 
decided to include under the contract 
employes of city-operated Hurley hos- 
pital, along with those of general de- 
partments and the recreation and park 
board who had been included in the 
original estimates. 





NEW MUTUAL OF OMAHA PLay 


Termed “Unprecedented In Concept,” 
Family Enrollment Policy Provides 
$50 Weekly Benefits to Ave 65 
A new health insurance policy termed 
“unprecedented in concept” has beep 
announced by Mutual of Omaha Preg. 

dent V. J. Skutt. 

Called the Family Enrollment Policy 
the plan continues many concepts be. 
lieved never before united in a sing 
health insurance policy. Before age 6§ 
the policy provides cash benefits of $3 
a week for up to 50 weeks while the 
insured is confined in a hospital or $% 
a week for up to eight weeks when 
confined in a convalescent or nursing 
home, following hospitalization for a 
least five days, After age 65, benefits 
for a total of eight weeks are available 

The policy covers all members oj 
the family. It is guaranteed renewable 
for life, regardless of health changes 
In addition, it is available regardless oj 
the past or present health of any mem. 
ber of the family. There is no physical 
examination, not even a health question. 
naire. The plan is available only to 
families, not individuals. ; 

Mr. Skutt described the Family Ep. 
rollment Policy as “exceptionally eco. 
nomical, because of the enrollment ap. 
proach and because it covers an entire 
family. The enrollment method of of- 
fering and issuing this policy allows 
Mutual of Omaha to utilize electronic 
data processing equipment to handle the 
policies. This keeps cost far below 
previous plans.” 

The plan is available until August 15 
to couples age 50 or under and their 
children age 20 or under. 





Dr. Arnold, Dental Director 
Of The Travelers, Retires 


Dr. Earle S. Arnold, dental director 
of The Travelers, has retired after 3 
years of service with the company. 

A dental surgeon, Dr. Arnold joined 
The Travelers in 1922 after three years 
of private practice in Meriden, Conn 
He was recently honored by the Water- 
bury ‘Conn. Dental Society, “receiving 
their 13th annual award given yearly 
“to an outstanding dentist who either 
resides in or was formerly a resident of 
Connecticut.” 

Dr. Arnold was graduated from the 
University of Pennsylvania and is 4 
native of Meriden. He served as presi- 
dent of the state officers conference 0! 
the American Dental Association, has 
been secretary-treasurer of the Connec- 
ticut Dental Association since 1941 and 
is a member of the Hartford Dental 
Society and a Fellow of the American 
College of Dentists. 

During World War II Dr. Arnold 
served as dental adviser to the State 
Director of Selective Service. 





Sales Seminar Planned by 
St. Louis Insurance Council 


The Insurance Council of Greater 
St. Louis will sponsor an_ Insurance 
Sales Seminar (St. Louis Insurance 


Day) on Tuesday, September 20, trot 
8 am. to 2 p.m. at the Coronado Hotel 
Lindell Boulevard at Spring Avenue 
The registration fee of $7 will include 
a continental breakfast and a luncheot 
at noon. 

Seminar speakers will include_E. F 
Gallagher, secretary-manager, Chicag® 
Board of Underwriters and former vicé 
president of Standard Accident. Hs 
subject will be “The Company’s View 
point Regarding Sales.” 

Carl Strong, who heads the depatt 
ment of sales psychology at_ Michigat 
State University, and Arthur M. O'Cot- 
nell, a prominent and successful instr 
ance agent in Cincinnati, who will spe#* 
on “The Agent’s Point of View Re 
garding Sales.” 

Mayor Raymond R. Tucker of St 
Louis will be the luncheon speake! 
There also will be a panel session Te 
turing the three morning speakers, 


Messrs, Gallagher, Strong and O’Connel. 
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Open More Doors, Close More Sales 


By attending the 27th Aetna Agents’ School 
Class Starts September 12th. Enrollment is Free 


Hundreds of alumni can tell you that their Latest type visual aids are employed and prac- 
training at Aetna’s Multi-Line School was the _ tical application of knowledge is the theme of 
turning point in their career. Regardless of the entire course of study. All types of insur- 
the length of your experience, you will enjoy ance-—fire, marine, casualty and surety — are 
immediate benefits from the modernized cur- analyzed as they apply to given risks. 
riculum which emphasizes the new package 
policies. There is no charge for tuition and all class- 
room materials are provided free. Agents of the 
The seven-week course is divided into two Aetna Insurance Company and men associated 
sessions of 214 weeks for personal lines and with them are eligible for admission. Your 
414 weeks for commercial lines. Eligible agents Aetna fieldman will furnish detailed informa- 
may take either or both sessions. The school is _ tion, or you may write to the Educational Dept., 
conducted by full-time instructors, experienced Aetna Insurance Company, 55 Elm Street, 
in insurance and in the teaching profession. Hartford 15, Connecticut. 
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ues to merit the confidence of the public ... and the respect | 


of his insurance colleagues. We at The Penn Mutual take 
special pride in the fact that many of our associates have 
earned the designation of Chartered Life Underwriter. 


We commend them for their initiative and foresight. 






11v99 Back of Your Independence Stands 
The PENN MUTUAL 
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THE PENN MUTUAL LIFE INSURANCE COMPANY 


INDEPENDENCE SQUARE, PHILADELPHIA 








- 
Sixty-first 





Approval 
filings on rT 
was annou! 
Marine Insi 
become eff 
The prin 
writing of 1 
and livestox 
the present 
ance On a 

quiring sch 
livestock a 
reduced rat 
Other ap 
cial form d 
magnetic 01 
nection wit 








vertising bt 


Rensus of 1 
of the bus: 


Verse expe: 
n harvest. 

















Cotton pick 








